











STACK BUSINESS 


WAITER 





16, 1956 


=—<—=—=—= 


THE EASTER 













































































P ane] 
2) bli Library WEEKLY NEWSPAPER INTERPRETING THE TRUE SPIRIT. OF INSURANCE 
1 : Pu ic (SUCCEEDING THE JOURNAL OF INSURANCE ECONOMICS, ESTABLISHED IN 1899) 
away— 
/ ae nV 3 0 1956 Published by The Eastern Underwriter Co., 93-99 Nassau Street, New York 38, N. Y. Printed in U.S.A. 

= = Entered es second-class matter April 5, 1907, at the Post Office of New York, N. Y., under act of Congress, March 3, 1879 

y much 

ie =, eae 

wen is § Fifty-seventh Year, No. 47 NEW YORK, FRIDAY, NOVEMBER 23, 1956 $5.00 a Year; 25c. per Copy 
Ol rst 

from a 


it some- 


vicun F North America Cites Carefully fitted protection... Supt. Holz Asks Code 


st Casu- 
ut from 

















1 wond ‘ ° 2 
st ro F reedom Of Choice is a major factor in building your . . Of E thics For Union 
of us.” e r) ‘ . AY wenn Ud e 

. By American Public business and your reputation as an | J[, JP’, JD) * Welfare Fund Field 
Bong sig insurance man. Like other well- BOELYP 

he diag Bradford Smith Tells CPCU of established capital stock companies, STLOIMPZK — a — 
Jat as Great Future for Independent eae ar sone fl \ew of Industry-Department s 

re 4 Acting Agents, Companies London & wana choice of to Draft Code 

ere heen modern coverages gives your assured aie ne 

| IMMEDIATE ACTION 


si ped WOULD MEET COMPETITION complete protection. 


s* Does § Selling, Rating, Commissions Must ALC-LIAA and HIAA Committees 











of any Be Considered in Developing We think you will agree: Pledge Aid; No Friction With 

changes, N Mass Markets NAIC Study 

r family ew arke what serves your assured best 

ispicious’ A vast opportunity and great future is best for your business New York Superintendent of Insur- 
a little exists for the independent agents of the ance Leffert Holz has urged immediate 
healthy American Agency System and for those Atm action by Group insurance companies 
nervous : ee : 4 : cali ric’ davee 
a companies which can and will cooperate friend writing union welfare fund business in 

the final successfully in advancing the interests ofthe THE Lon DON & LANCASHIRE GROUP his state to aid the Department in draft- 

only be- fof policyholders and “who will seek geo THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. ing a “code “ cine” ta ~ Sel. 

‘ie re their reward through greater produc- Syston ORIENT INSURANCE COMPANY At a special meeting November 16 

erieag tivity rather than from a greater share LONDON 8 LAW UNION & ROCK INSURANCE COMPANY, LTD. called for the purpose of discussing un- 
believe of the future premium dollar,” is the ey SAFEGUARD INSURANCE COMPANY OF NEW YORK resolved problems in the union welfare 

cal : a, ee a = ; 2 STANDARD MARINE INSURANCE COMPANY, LTD. (Fire Department) fund field, he suggested a “shirtsleeves” 
lag firm opinion of Vice President Brad- “yy LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA ‘ ; aes pis: 





committee composed of industry repre- 
sentatives and Department officials to 
formulate the code. The Superintendent 





broadly ford Smith, Jr, of the North America 


‘ous dis- 3 ; : ay. 
und, yt Companies. Mr, Smith called for inde- 





rs liber- pendent action by those companies and ; 
the pro- agents who wish to meet successfully said he wanted a rough draft to take 
if they with him to the semi-annual meeting of 


the current strong competition of di- 


y, there : : ‘ « “Nastnant “Baaasiets ¢ es ‘ 
“on the @ ‘ect writers and mutual insurers in an H l R K 7 Y Ol TR ANS W ER | the National Association of Insurance 
. Commissioners in Miami next month. 


lot have address delivered Monday at Kansas i 
The impetus for action on the ethical 


sinusitis # City, Mo. before the local chapter of > : 
pie the Chartered Property and Casualty ‘ code came as the result of two studies 
: ' ; Prete Mn of welfare and pension plans by the 
overage, Underwriters. ; ? 


New York Department. Early this year, 


wer | ihe Wn meen Compan ts | COLONIAL LIFE'S DAGWRGAGE POLICY | sre Count! arn Shoe mb 


ver the oF We : RE rT RNP 
OVE their independent action in recent years, lished the findings of his investigation 


ntinued, into the field. Former Deputy Superin- 


age “has prov hat ind lent . ° 
t if we proven to us that independet . . : ag 
e might J agents will embrace this policy with for the young family man with a home tendent Adelbert Straub made a similar 
the rat- fF enthusiasm and will join in the develop- study in 1954, 
r proce- ment of new and better techniques in 5 . . F NAIC: Committee 
ee the conduct of our business. For Example: A Whole Life Policy combined ee aes 
aren Realist; ae . mf = js F e Ni presently has a committee 
Back tr pe: Serene: Toe with Double Family Income at Age 30 under Commissioner Joseph A. Navarre 
a aE olve the serious competitive prob- : ‘ Michican investicati i velfare 
fol- 0 So le Ss I I y Se of Michigan investigating union welfare 
ne lems and aid the American Agency prov ides: ‘roble ns the sada lev l 
“jnexact System, which the North America Com- ug re ri 100 hones ie aaaiiis exec 
nae Panies strongly support, Mr. Smith ° ° : ‘ at ‘ tec 
nat §ii | ated that agents and companies must $13,206 Immediate Protection We a ae ee 
in wn- dis ct’ it a ae sami s Selman ace Peas ae ‘ 
mn hue wy : oh ge t's s 
WO Oe vids oF tee co casa oe Cost: $83.34 per year — Ist 16 years where, further work should be done. 
lic to be independent in its buyi f Mr. Holz cited the complete coopera- 
; — 54.42 thereafter tion his I i 
sali TE Ceti, i Nae : : i ion his Department received from in- 
ing “a lag — ol surance companies in the past. He listed 
it cs and other thins age on he ley af i ? : . the formulation of the ethical code as 
a. getting the beat product at Pa lowest Provides policyholder with added advantage of being able the most important item of business on 
ecutive [J justified price. to receive more than half the premium in return at the oil ap oily ‘ahaha gual 
derator Mr. Smith deplored attempts by in- end of the mortgage period - é 
ier pat: Sg companies and organizations to P : . Associations Pledge Cooperation 
adhere to rating formulas and rules — 
writer, foe eee Speaking for the joint group insur- 
gastric ‘Continued on Page 26) ance committee of American Life Con- 


Davis SEES: tan EECA 


oe ne THE COLONIAL LIFE | vrten 224 bile Insurance Associatign 


rcester. 4 dent and associa actua Equitable 
— Fire al a ae Page 22 I SNOS7 INSURANCE COMPANY OF AMERICA “ine in pledged grt commiaittesh aia 


rv con- 

A.&5 Br " sistance in developing the ethical cod 
Wash- okers & os cian 24 HOME OFFICE ° EAST ORANGE, NEW JERSEY Representing the Health Insura- 

king on Marine Dept. - * 27 Association of America, J. F. McA! 
Clark i ee associate general counsel, declar 

writing sualty & Surety Ree hia elses atte. ~ an HIAA union welfare fund 

otectiv" * . mittee has long been cogniz 

f im Accident & Health.................. ‘ 32 problems in the field. He - 





fred } 
the & 














(Continued on * 






yore Gatto 


o——— 





— 





November 23, 1956 











—_—— 
tte 
— 


























bring 
your 
life 
business 


into 


focus 


with 
GUARANTEED 


COST 





educational life 


contracts from The Travelers 


When you focus your attention on educational life, you 
can be sure of success by campaigning with The Travelers 
Educational Life contracts. 

The Travelers, one of the pioneers in this field. offers a 
number of programs, all based on guaranteed cost. And it’s 
this important feature that provides you with an exception- 
ally strong selling point. For guaranteed cost eliminates 
uncertainty about total premium costs. 


The Travelers helps pave the way for your calls by ad- 
vertising year round in the nation’s leading magazines. And 
you'll get a big assist from the wide assortment of Trav- 
elers promotional materials. 


A Travelers Life Manager or General Agent will be happy 
to talk over the educational life contracts with you. Why 
not call him today? 


The Good Things in Life are Guaranteed 


ONE OF THE LEADING LIFE INSURANCE COMPANIES 


THE TRAVELERS 
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Institute of Home Office Underwriters at Dallas 


Educate Field On Underwriting, 
President Carlson Tells Institute 


Dallas-—A better understanding of un- 
derwriting objectives on the part of the 
geld forces would eliminate roadblocks 
and facilitate home office underwriting 
procedures, C, E dwin Carlson, underwrit- 
ing secretary of Continental Assurance 
(Co, told the Institute of Home Office 
Underwriters at its annual meeting here 
Nov. 14-16 in his address as president. 
Some of the ways in which the field can 
be educated are by articles in company 
magazines, distributing a condensed ver- 
sion of the underwriting manual, visits 
to the field by members of the ‘under- 
ville staff, but especially by classes for 
agents visiting the home office. 

“You needn’t worry about a fieldman’s 
over-zealous liberalism in underwriting,” 
said Mr. Carlson. “A few years ago Dr. 
Dingman invited a visiting fieldman into 
our underwriting committee meeting. We 
discussed the cases on hand pro and con. 
Not his own. He was invited to volun- 
teer his opinion. Invariably, he proved 
tougher than the underwriters. Others 
were invited in. Same story. Finally we 
publicized an open invitation for any 
feldman visiting the home office to sit 
inat our meeting. Many accepted. They 
were all impressed with the fairness and 
consideration given underwriting prob- 
lems. Try it sometime. 

“The most satisfactory results will 
come from holding week long classes at 
the home office. Confine your efforts to 


no more than twenty men at a time for 
the course. Run the classes for a full 
six hours a day and enlist the services 
of the medical men, all the senior under- 
writers, heads of application, policy issue 
and settlement options departments to 
act as instructors. You will find that 
when the expense of attending the 
classes is assumed by the fieldmen them- 
selves, that you have a most interested 
audience. It goes without saying that the 
course must warrant the expense or else 
you do the men and your company a 
disservice. 

“On the first morning of the class pass 
cut twenty to thirty underwriting prob- 
lems in the same fashion as we construct 
our case clinic. Tell the class that they 
are to study these problems as home- 
work evenings and will be quizzed on 
them the final day. Be sure the prob- 
lems are covered in your material dur- 
ing the course of the week, but also 
throw in a few stumbling blocks that are 
actually nthe elo to the problem. 

“On the last day let each man discuss 
one of the cases. He is to come to a 
conclusion with reasons for same. Sit 
back and relax while the class tears the 
discussant to pieces. Step in at the last 
moment and explain why he was right or 
wrong. You will enjoy every minute of 
it. It’s amazing how anxious these men 
are to learn. You will find that to many 
of them underwriting is the most fascin- 
ating part of the business.” 





Frank G. Whitbread Gives Mortality 
Statistics Interpretation Analysis 


Dallas—In a lengthy and thorough 
paper on interpretation of mortality 
statistics given before Institute of Home 
Office Underwriters, Frank G. Whit- 
bread, assistant vice president of Lin- 
coln National Life, discussed from the 
standpoint of an underwriter questions 
arising in connection with individual 
impairme nts. 

“Twenty-five to thirty- five years ago,” 
said Mr. Whitbread, “companies, with- 
out knowing it, had a very comfortable 
cushion of improving morte ality ahead of 
them, thy improvement ranging from 
two de bith per 1,000 at the younger ages 
'o three deaths per 1,000 at the older 
ages. The range of possible future mor- 
tality improvement is of course less 
than it was 25 years ago by the amount 
of improvement which has already taken 
place. The closer death rates approach 
zero the less future improvement can be. 
While some marked improvement may 
till occur above age 40, the dollar and 
‘ent improvement which may be ex- 
pected below age 40 can only be nominal. 
me might even ponder how easy it 


would be for liberal selection procedures 
tO cause 


some increase in the death 
fate at these younger ages. 
“A look at mortality percentages for 


the two i; mpairments suggest that in the 
years from the M.I.S. to the 1951 Im- 
Pairment Study little improvement has 
occurred. In some places the percentage 
s better in the 1951 Impairment Study 
and in other places worse. This same 
= at the mortality percentages of the 
hee Impairment Study brings out for 
1€ not transmitted murmur, 170% mor- 
tality at ages 15 to 29, but only 126% 


at ages 50 up, and for the transmitted 
Murmur 325% 
only 1520% 


at the younger ages but 
at the older ages. It is easy 





to form the impression that these im- 
pairments are more hazardous at the 
younger ages than at the older ages. 
Contrary to the impressions which one 
might form from percentages, a review 
of the death rates shows that the mor- 
tality for the two impairments has im- 
proved materially in the time that has 
elapsed from the M.I.S. to the 1951 
Impairment Study and the immediate 
hazard is greater at the older ages than 
at the younger ages. Not only are the 
gross deaths higher at the older ages 
than at the younger ages but the extra 
deaths per thousand are more at the 
older ages than at the younger ages. 

“The conclusion is clear that when 
considering mortality percentages it is 
necessary to have a definite understand- 
ing of the basis to which the percentages 
relate. 

“The experience at the older ages for 


these impairments may be relatively 
favorable because of careful selection 
exercised by underwriters. For many 


years underwriters have been conscious 
of the large number of cardiovascular 
claims which are incurred mostly at 
older ages. Consequently, cardiovascular 
impairments may have been scrutinized 
more carefully at the older ages. If this 
is the case any underwriting liberaliza- 
tion at the older ages may have an 
unfavorable effect on future mortality. 
Question of Impairments 

“For impairments such as these two 
heart murmur groups, question arises 
what the long term mortality will be. 
With the transmitted murmur, for age 
group 15 to 29, will the 325% mortality 
which was experienced in these early 
years continue throughout the future 


lifetime of these people? Assuming that 
extra premiums are based on 100% mor- 


tality one might conclude that the 
younger age group requires an under- 
writing debit of 225 to provide for 


325% mortality throughout life; at age 
30 to 39 debit of 125 to cover 227% 
mortality and so on, 

“However, the assumption might be 
that death rates would run from 3.6 at 
the younger ages to 164 at the older 
ages. In assessing an extra premium at 
ages 15 to 29, should provision only be 
made for this type of mortality—that is 
for mortality which decreases gradually 
from 325% at the younger ages to 152% 
at the older ages. This latter solution is 
attractive from an underwriting stand- 
point because it would permit a lower 


extra premium 
“There are, however, several con- 
siderations to keep in mind. First these 


death rates are based on early policy 
years and after the effects of selection 
have worn off, ultimate death rates may 
be higher. Then requests for reconsid- 


eration will arise. If at issue, provision 
has already been made for a mortality 
percentage decreasing with increasing 
age and duration, and subsequently the 
extra premium is reduced or removed 
for the better risks, the extra premium 
for the less desirable risks may prove 
inadequate. 


Difference of Ages 


“Another consideration is that at dif- 
ferent entry ages people may not have 
the same condition, although the con- 
dition may bear the same name. Amone 
entrants under age 40, the heart murmur 
may be due to infection such as rheu- 
matic fever or may be congenital in 
origin. At the older ages, many of the 
murmurs will be due to arteriosclerosis 
which seems to have a very gradual ad- 
verse effect over many years. It is likely 
then that in later years the mortality 
of the younger issue age groups will! not 

(Continued on Page 8) 





Hypertension and the Newer Drugs 


Dallas—Effects on underwriting of the 
use of newer drugs in connection with 
hypertension was discussed before the 
Institute by Dr. E. M. Stevenson, senior 
medical director of State. Farm Life. 
Some of his conclusions were that the 
newer drugs, while controlling the blood 


pressure levels, do not cure the cause 
of the hypertension, that these drugs 
produce side effects which can be de- 


tected by additional questionnaires or 
other means. 

“It is estimated that 75% of the adult 
population of the United States is af- 
fected with hypertension—35% of whom 
are over 50 years of age, 25% are in the 
group of 40 to 50 and 15% are between 
the ages of 30 and 40 years,” said Dr. 
Stevenson. 


“Of the estimated 10,000,000 persons 
with some form of cardiovascular dis- 
ease, fully 4,600,000 have high ‘blood 


pressure. Of the young men examined 
by selective service during the years of 
1940 to 1944, 165,000 were rejected be- 
cause of hypertension. It was noted that 
in those individuals who were obese and 
who had tachycardis or transient hyper- 
tension, sustained hypertension devel- 
oped ten times as commonly as in con- 
trol groups. If one walks the street, one 
of each five to ten adults whom he meets 
has this condition to some degree. 

“In view of the newer drugs proposed 
in treatment of hypertension, it is neces- 
sary for us to have as much information 
about the condition as is possible. It 
behooves us also to know at least some- 
thing about the individual from the 
standpoint of present physical findings, 
family history, past history of illnesses, 
insurable interest, etc. in order that we 
may apply our appraisal knowledge to 
the case before us. This is particularly 
true in the individual who may have a 
slight elevation in his or her blood pres- 
sure and it is especially important be- 
cause in “Risk Appraisal” as in the pri- 
vate practice of medicine, we many times 
fall heir to errors in omission or com- 
mission through habit. 

Drugs No Panacea 


“Since the cause of hypertension is 


unknown and the underlying factors are 
numerous and variable, there; is little 
hope that a single drug or compound will 
be found to constitute a panacea for hy- 
pertension. It is generally accepted that 
hypertension is not a disease entity but 
a physical sign which may or may not 
indicate a pathological process. 

“Since such a variety of drugs have 
been used with reported success in hy- 
pertension, it is difficult to believe that 
any one of them, or for that matter, any 
other form of treatment can be specific. 
For that reason there is no necessity of 
the medical profession becoming com- 
mitted exclusively to the use of any one 
drug. A selection can be made which 
proves to be most beneficial in propor- 
tion to the degree of disturbance it pro- 
duces. It is now generally agreed that 
the combinations of drugs are usually 
more satisfactory than one drug alone. 

“It has been estimated that 95% of all 
patients with essential hypertension can 
be treated adequately providing damag 
to kidneys and other vital vascular Seda 
has not already progressed to a phase 
of functional decompensation. It is not 
news that amazing reductions in elevated 
blood presure, both systolic and dia- 
stolic, to almost any desired: level are 
possible under drug therapies developed 
in the past several years. What may not 
be understood too clearly is that there 
is no proof that life has been greatly 
lengthened although even malignant hy- 
pertension may be temporarily arrested. 
In general, the results to date must be 
appraised with great caution and long 


time survival rates both as to morbidity 
and mortality will need to be collected. 
“The new treatments offer the advan 


tage of oral administration which was not 
gener: uly true for previous less effective 
drugs. This adds to our underwriting 
problem and emphasizes the need for 
caution and a healthy curiosity in situa- 
tions which circumstantially suggest the 
possibility of withheld or glossed health 
history. 

“More and more insurance company 
medical departments are requesting spe- 

(Continued on Page 8) 





Republic National Lunch 

Republic National Life was host at a 
luncheon given to 250 representatives of 
companies while they were attending 
meeting of Institute of Home Office 
Underwriters in Dallas. The guests were 
taken from Statler-Hilton Hotel to new 
home office of Republic National where 
they had a guided tour of the building. 
Theo. P. Beasley, president, senior of- 
ficers of the company and all members 
of reinsurance staff, headed by Roy M. 
Wehrle, vice president, received the 
guests. 


Events for the Ladies 
Dallas—There was a special program 
of events for the ladies at the conven- 


tion with the Texas companies being 
hosts Wednesday evening at a reception 
in the Embassy Ballroom. Thursday’s 
entertainment was by courtesy of South- 
land Life. There were luncheons, “cof- 
fee chitchat,” shopping with a tour of 
the fashion store of Neiman-Marcus Co. 
and other events. The women’s commit- 
tee was headed by Mrs. C. Edwin Carl- 


son, wife of the. Institute president. 
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Plans Underway for LAA 
Eastern Round Table 


IN NEW YORK ON MARCH 28-29 
William C. Nelndue, Round Table 


Chairman Announces Committee 
Appointments 


Plans for the Eastern Round Table of 
Life Advertisers Association, to be held 
in New York City, March 28-29, were 
initiated last week as committees were 
appointed by William C. Heimburg, 
Round Table chairman and manager of 
sales services for New York Life. 


y 


WILLIAM C. HEIMBURG 


The committees are as follows 


Program and Special Events: Charles 


R. Corcoran, second vice president, Equi- 
table Life of New York. , 
Arrangements: William S. Weier, 


CLU, director of public information, Pru- 

dential. 
Promotion: 

promotion director, 


John A. Buckley, Jr., sales 
Guardian ‘Life, and 


Hugh C. Innes, of the field service de- 
partment of Manufacturers Life, Tor- 
onto. 


Publicity: Carl V. Cefola, director of 
publicity, Mutual of New York; John P. 
Brion, assistant director of publicity, 


MONY; A. A. Morison, sales promotion 
manager, Dominion Life, Waterloo, On- 
tario. 


Registration: Goldie Dietel, publicity 
assistant, Equitable Life of New York, 


and W. Forbes LeClair, public relations 
manager, North American Life of Tor- 
onto. 


H. Bogert Farquhar, 
Connecticut 


Printed Program: 
supervisor of production, 
General. 

Treasurer: Walter M. Harrison, Jr., 
assistant manager, public information and 
advertising department, Travelers. 

Mr. Heimburg said the committees 
were pointed toward drawing up a 
unique program that would attract a 
record gathering of eastern and Cana- 
dian LAA members. The committee is 
seeking larger quarters than heretofore, 
to accommodate the program being 
planned for the 1957 meeting. The de- 
cision on a locale for the Round Table 
is expected to be made soon. The East- 
ern Round Table comprises seventy-two 
American and Canadian companies rep- 
resented by 187 individual members in 


LAA. 





Conn. General Building 
Purchased by Aetna Group 


The home office building of Connecti- 
cut General Life has been purchased by 
the Aetna Insurance Group. 

The Aetna will move its organization 
to the Elm Street site when Connecti icut 
General vacates the buildings next spring 
to move to its new home office, now 
nearing completion in Bloomfield. 








Bankers National Drive 
Honors President Lounsbury 


Bankers National Life, Montclair, 
N. J., recently enjoyed the largest single 
day ef Ordinary production in the his- 
tory of the company. For the first time, 
members of the field organization sent 
into the home office over one million 
dollars of Ordinary business. 

Bankers National Life field organiza- 
tion is putting on a special drive to 
extend a welcome home to Ralph Louns- 
bury upon his return from South Amer- 
ica. President Lounsbury left on No- 
vember 2 for an extended tour of South 
America that will week in 
Buenos Aires, during which time he will 
attend the Sixth Hemispheric Insurance 
delegates 


include a 


Conference, as one of the 
from the United States. 

He will serve as’ chairman of a dis- 
group dealing with medical 
science as applied to underwriting in 
life, health and accident insurance. He 
has been assured he will have the serv- 
inasmuch as 


cussion 


ices of a good interpreter, 
the conference is bringing together in- 

country in 
Spanish and 


surance from every 
the Western Hemisphere. 
will be spoken as well as 


people 


Portuguese 
English. 

Mr. Lounsbury expects to return to 
the home office on December 3 and plans 
have been made to welcome him home 
with a record amount of business during 
the month of November. The size of 
each agent’s welcome home to President 
Lounsbury will be determined by the 
amount of paid for Ordinary volume 
during November. 


National Life Gets Two “Oscars” 





American Society Adds 100th 
CLU Chapter in Amarillo 


Approval of the formation of the 100th 
local chapter of the American Society 
of Chartered Life Underwriters in 
Amarillo, Texas, is announced by Rob- 
ert L. Woods, secretary, who states that 
the directors have accepted the petition 
of the latest community group in ac- 
cordance with Society by-laws. 

All eight Chartered Life Underwriters 
in the Amarillo area are charter mem- 
bers of the new chapter, and have 
elected these officers: President, Jack 
V. Hawkins, Great Southern; vice pres- 
Harris L. Landon, Southwestern 
Life; secretary-treasurer, John J. 
Halley, California-Western States Life. 

With the organization of the Amarillo 
chapter, the state of Texas now has ten 
of the American Society’s 100 chapters, 
and an eleventh is in process of forma- 
tion at Wichita Falls. 

Local CLU chapters came into ex- 
istence in 1931 during the first year of 
the American Society’s predecessor or- 
ganization. By September 1, 1931, the 
end of the fiscal year, five chapters were 
organized and approved, and 22 were in 
process. Pioneer chapters include Chi- 
cago, Baltimore, Los Angeles, Philadel- 
phia, and Portland, Ore. 

In 25 years, the number of chapters 
in the Society has grown twenty-fold 
from five to 100. Five years ago there 
were 84 chapters, and two years ago 88. 
Among the most recently organized 
chapters are Central Michigan; Long 
Beach, Calif.; Northern New Jersey; 
South Jersey; Austin, Texas; Central 
Alabama; Sacramento; and _  Shreve- 
port, La. 


ident, 


for Annual Report 


* 


Deane C. Davis and Dr. Ernest M. Hopkins, president and chairman of board, 


respectively, 
of Industry” 
annual report. 


of National Life of Vermont, 
from Weston Smith in recognition of the company’s award-winning 
The report, being held by Dr. Hopkins, received a bronze Oscar for 


receive congratulations and two “Oscars 


being the best of the life insurance companies and a silver Oscar for the best of all 


financial institutions. A total of 


5,000 annual reports were entered in the interna- 


tional competition sponsored by Financial World, a national weekly magazine. The 
awards were presented by Mr. Smith, originator and director of the annual report 
surveys, at a banquet held recently in New York City and attended by 1,400 busi- 
ness and financial leaders from the United States, Canada and Latin America. 
General American Life of St. Louis was runner-up for the “Oscar” of the Life 


Insurance Industry in the annual report competition. 


among the life insurance companies. 


New England Mutual Life won a bronze 
advertisements among all financial institutions. 


Its 1953 report ranked first 


“Oscar” for the best annual report 


Record October Sales 
By Mutual Benefit Life 


MANY AGENCIES PASS MILLION 


Total Represents Largest Volume of 
Business Submitted in Any Month 
In Company’s History 


A record $88,383,443 of life insurance 
was written in October by agents oj 
Mutual Benefit Life of Newark, it was 
Charles G. Heitzebery 
vice president and director oj 


announced by 
second 
agencies. 

This year’s total represents the larg. 
est volume of business submitted in any 
month in the company’s history. The 
previous high was reached in October. 
1955, when $84,314,864 of life insurance 
was submitted. 

Mutual Benefit Life agents from 3! 
parts of the country achieved this all- 
time record in the company’s annul 
one-month sales campaign, known as 
the Duel. The agencies were divided 
into two “armies,” one headed by Ser- 
ond Vice President and Director oj 
Agencies Charles G. Heitzeberg and th 
other by Vice President William F 
Ward. Quota for the month was se! 
at a record high of $72,000,000. 

On October 31, the William T. Earl 

Mutual Benefit Life agency in Cincin- 
nati led all agencies with $4,744,795 oj 
submitted business. The C. Carroll Ot 
agency in Detroit was the second rank- 
ing agency with $4,037,387 of submitted 
business. 
_ Four other agencies passed the 3 mil- 
lion-dollar mark. They are: Laurence 
W. McDougall, CLU, Cleveland, $3,834- 
402; Paul W. Cook, CLU, Chicago, 
$3,623,762; Edward L. Rosenbaum, New 
York, $3,552,500; and Murrell Brothers, 
Los Angeles, $3,442,750. 

Agencies which submitted over 9% 
million for the month were Alfred 
Lewallen, CLU, Miami; Raleigh R 
Stotz, CLU, Grand Rapids; Leland 0 


Nashem, New York; Paul L. Guibord 
Newark; and Murrell Brothers, Sar 
Francisco. 


Million-dollar agencies were: Arthur 
V. Youngman, New York; Solomon 
Huber, New York; Parsons - Monroe, 
Chicago; Arthur G. Boardman, CLU. 
Boston; John W. Brown, CLU, Louis- 
ville; John H. Leaver, CLU, St. Louis; 
W. Oliver Cass, Indianapolis; Lee Clark, 
Harrisburg; Alex M. Knapp, CLU, Bal- 
timore; Russell B. Knapp, New York: 
Robert R. Tebow, Birmingham; Alber: 
Drake, Kansas City; Clay W. Hamlin, 
Jr. Buffalo;  Salinger-Wayne, Nei 
York; Hoilis L. Woods, Hartford; John 
O. Wilson, Seattle; Paul J. Quillin, 


CLU, Milwaukee; John A. Erskine 
CLU, Pittsburgh; John J. Mulder, CLI 
Peoria; Earl of Robbins, Lexington; 


and Truman M. Huffman, CLU, Jack- 
sonville. 


The Chicago-Anderson agency and th 


Gerald F. Griffin agency in Elgin triple’ 
their quotas. Quota -doublers were 
Miami, Birmingham, Kansas City 


James B. Crowley, Jr., agency i: 
nix, Daniel P. McMullen agenc: 
Moines, Seattle, Milwaukee, Jac! 
and the Hal W. Dale agency in Jack 
son. Fifty-seven agencies exceeded the! 
assigned quotas. 


Seek Code OF Ethics 


(Continued from Page 1) 





SC ynville 





association’s complete cooperation | 
the proposed code’s development. Mt 
McAlevey saw no reason for frictl0 
between the planned Holz committe 
and that of the NAIC. 

Reportedly, the New York Depat™ 
ment will name the members of_"™ 
Industry-Department committee. How: 
ever, the life associations and HIA. 
will nominate executives to serve * 
committeemen. Superintendent Holz als 
invited any other interested parties ! 
contact the New York Department. 
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Currier Sales Promotion and 


Ad Director, Ohio State Life 





JACK W. CURRIER 


Jack W. Currier has been appointed 
sales promotion and advertising director, 
Ohio State 
Howard W. 
director of agencies. 

A native of Columbus, Ohio, and a 
veteran of the U. S. Air Corps, Mr. 
Currier attended Denison University and 
later was graduated from State Univer- 
Curtiss- 


Life, it is announced by 


Kraft, vice president and 


sity. For a time he was with 


Wright Corporation and Battelle Memor- 
ial Institute (research). 

in 1948 he 
Columbus Mutual and was assigned to 
work with O'Toole & Associates, man- 
agement consultants, in their audit of 
home office operations. Within a few 
months he was promoted to personnel 
and office services director of Columbus 
Mutual and in 1952 became sales promo- 
tion director. Also, he handled advertis- 
ing and publicity and was editor of the 
company’s agent magazine, the Log. 
With First Community Church he is on 
board of deacons and of Christian edu- 
cation. 


became associated with 


Salk Vaccine Inoculations 


For Mutual Life Employes 
Mutual of New York is. offering 
Salk vaccine injections free of charge 
to all its home office employes up to 
age 45. About 1,000 employes are under 
45. Dr. Richard L. Willis, chief medical 
director, said the company’s medical 
clinic would begin this week to process 
applications from employes for the full 
series of three inoculations. The injec- 
tions are being scheduled so that the 
home office staff may obtain the com- 


plete series before the 1957 summer 
months when polio usually reaches its 
peak. 


“As a physician,” Dr. Willis told em- 
ployes in a letter, “I strongly urge that 
those employes under age 45 come to 
the medical clinic for this preventive 
measure. Authorities on the _ subject 
feel that the Salk vaccine, given in the 
way described, will establish an im- 
munity to this dread disease which may 
be permanent.” : 

Mutual Life’s action, preparations for 
which had been underway for some 
months, was coincident with the recent 
announcement by United States Surgeon 
General Leroy Burney who urged wide- 
spread use of the vaccine and “aggres- 
Sive vaccination campaigns” to be pre- 
pared for next year. 

In May, 1955, in response to the suc- 
cess of the Salk vaccine tests, Mutual 
Life reduced premiums for individual 
and family hospital expense policies 
which include polio coverage. 






John Hancock Introduces 


Automatic Premium Plan 

As a further convenience to its policy- 
owners, the John Hancock has _ intro- 
duced an automatic monthly premium 
payment plan, called “Premium-atic.” 
Under the new plan, a policyowner au- 
thorizes the John Hancock to draw 
monthly checks on his bank account to 
cover the insurance premium, authorizes 
his bank to honor these checks, and ob- 
tains the bank’s approval. 

“Premium-atic” will be 
select Ordinary policies and annuity con- 
tracts issued after October 31 with a 
monthly premium of $15. or more. It 
will be immediately available in all but 
three states as well as Hawaii and 
Puerto Rico. Insurance Department ap- 
proval has been requested and is still 
pending for the additional states. 

In announcing the new plan, President 
Paul F. Clark noted the marked increase 
in the number of people who choose to 
pay their life insurance and annuity pre- 
miums on a monthly basis. The simplified 
procedure will free many of them from 
having to remember to make the pay- 
ment, and will help avoid the risk of 
inadvertently letting a policy lapse. 


available for 


To new CLUs... 








IMAGINATION, INDUSTRY, KNOWLEDGE, SALES ABILITY 
AND PERSONALITY TO HIRE 


CLU, with extensive production and management background in basic and 
advanced underwriting techniques, ready to devote his outstanding efforts to selling 
/counselling for individual or firm that has untapped but broad potential, Salary 
$10,000. Box 2470, The Eastern Underwriter, 93 Nassau Street, New York 38, N.Y 















Equitable Life of Iowa 


Increases Dividend Scale 

The dividend scale of Equitable Life 
of Iowa will be increased effective Janu- 
ary 1, according to an announcement by 
F. W. Hubbell, president. In a letter 
announcing the increase to the com- 
pany’s field associates, Mr. Hubbell com- 
mented that the increase “is made pos- 
sible by an improvement in mortality 
experience.” 

The change in scale varies by plan of 
policy and age at issue. Since much of 
the increase in dividends arises from im- 
proved mortality at older ages, the larg- 
est increases will come at the older ages 
and longer durations. 

The rate of interest on funds left with 
the company will continue at 3% for the 
year of 1957, Mr. Hubbell said, except 
on those contracts where a higher rate 
is guaranteed. 


j 


ene ten) 8) 


DUR CONGRATULATIONS | 


Special recognition is due every man upon 
whom the American College of Life Under- 
writers conferred the CLU designation at the 
67th annual NALU convention. The five new 
CLUs of whom we are particularly proud are: 


j. Mi. Dames... 1.5.05: Home Office 
2 BAWIS WEAG 62 os sums St. Louis 
ee San Francisco 
a fee rere Chicago 
ee eer. Home Office 









This brings to a total of 59 the number of 
Chartered Life Underwriters among our field 
and Home Office associates. 


yuilable 


LIFE INSURANCE COMPANY OF IOWA 








FOUNDED IN 1867 IN DES MOINES 































































General American Course 


For Home Office Grow; 


How to run a business conference a 
how to sell your ideas to the people y 
are conferring with will be the subje 
of a special, “do-it-yourself” train; 
course for home office supervisors q 
officers of the General American [j 
of St. Louis. 

The course, which began Novem 
13, is part of the company’s long-ra 
training program for home office supe 
visors. The practice conferences y 
be held once a month for the next 
months by seven groups of 15 persg 
each. Each member of a group y 
take turns acting as “conference le 
er,’ when he must prepare the conf 
ence topic ahead of time; as “record 
secretary”; as “resource person,” wh 
he must have special knowledge of { 
topic under discussion; and as “prog 
observer,’ when he must see that { 
conference is being conducted jn 
orderly fashion, 

The practice conferences are be 
organized by General American Lif 
personnel department, and Dr. Nat 
Kohn, Jr., of Nicholson-Kohn and 
sociates, Inc. of St. Louis, person 
consultants. 

“These conference sessions are bel 
conducted to teach supervisors ‘how’ 
conduct properly a business confereg. .:. 
—one on any subject, not necessaff’ Ye 
life insurance,” Dr. Kohn said. “Ho a y 
ever, the subjects dealt with in #". 
practice conferences will be concer! D - 
with various supervisory problems.” phn. 

The practice conferences will ill ‘tes 
trate group characteristics, new gr eoree 
training methods, and ways to 
groups into action, 


Ds 
Wil 

















Aetna Production Record 

Aetna Life wrote a record total 
$144,000,000 in new life insurance du 
its annual October “App Scrap” « 
paign. In announcing the results, k 
ert B. Coolidge, vice president, tem 
the campaign the most successful in 
company’s history and said it “dem 
strated again the inspiration and de 


ssocia 
erwrit 
rior t 
fe ins: 
Mr. ] 
itende 
aving 
eneral 
ire be 













mination of the Aetna Life field teq@e was 

Four divisional winners, general apt Wy 
cies which scored the greatest increffor a p 
over their assigned volume, were S#f Mr. — 
ard & Co., Hartford; Frank H. Plagtew Y 
Portland, Ore.; Burnley H. Wigftng fc 
Tacoma, Wash.; and J. PB. Robeitonths, 
Lubbock, Tex. linnes¢ 

R. S. Edwards & Co., Aetna lL Mr, |} 
Chicago general agency, was fire nun 
volume with more than $7,880,000. Bonnel | 
other agencies which produced pevelops 
than $4,000,000 are G. B. Chapmagganizati 
Co., Cleveland; L. Kent Babcock, Midla 
Philadelphia; John A. Hill & Aspflaska, 





Teased 
Irce b 
Agry i 


ates, Toledo; J. E. Holt, Houston; 
T. Craig, Los Angeles; and F. E 
Mahon, Detroit. More than 1,100 
Life representatives qualified tor 
vidual honors. 


Join National Bankers 's 
National Bankers Life, Dallas Ri q; 
added two men to its preferred ma! 
ment. division. Richard L. Moo 
becomes preferred management div chweit; 
secretary and Maury Gray has i 
made interviewer of the division. J 
Mr. Moorhead is former, eX€BRu 
secretary of the Colorado Springs © 








3uilders Association and a iormel @ssignm, 
ciate professor at Colorado Colleg¢ Most has 
Gray goes to National sankers Bott 

considerable experience in pe Bpined ¢| 





istrict 


1 school ! 
10loManager 


work, the oil business anc 
ture lines. He majored in psycl 
North Texas State College. 
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i AGENCY DEPT. PROMOTIONS 


and National Advances Coursey, 
Enabnit, and Whelan; Higgenbotham 
and Maxwell Continue Present Duties 


asic and 

to selling ff Three pri motions became effective in 

al. Salary Byiijand National Life’s agency depart- 

38, N. ¥. nent on November 1, according to H. S. 
lagan, president of the Watertown, 

’ D, company. 

Ourse William G. Coursey was named agen- 

-e Grou 
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the next 
f 15 perso 
( group y 
erence leg 
' the conf 
1s “recordi 
erson,” W 
‘ledge of { 
l as “proe 
see that { 
ucted in 


Ss are be 
erican Lif 
Dr. Nat 
ohn and 
is, person 


WILLIAM G. COURSEY 


ns are bel 
sors ‘how 
Ss conferel 


y vice president. Charles M. Enabnit 
t necessam- 


as advanced to superintendent of agen- 





2 “ a 
said, “Hi ies. George F. Whelan of Cheyenne 
with in @., appointed agency secretary. 
€ concer Douglas E. Higginbotham, western 
roblems. vision agency vice president and , 


s will ill 
, new gr 
rays to 





































seorge R. Maxwell, superintendent of 
gencies, central division, will continue 
lo serve in their present capacities. 

Mr. Coursey became associated with 
fidland National as director of A. &S. 
ales promotion on July 1. He had been 
managing director of the International 


Recor@ sociation of Accident & Health Un- 


ord totaerwriters for more than five years 
irance dufrior to joining South Dakota’s oldest 
Scrap” c@ffe insurance company’s executive staff. 
results, Rf Mr. Enabnit had been assistant super- 
dent, termmtendent of agencies since June 1, after 
-essful infRaving served for one year as Midland’s 
| it “denifeneral agent in Casper, Wyoming. Be- 


te becoming associated with Midland, 
€ Was assistant manager of the state 


n and de 
> field tea 


seneral af! Wyoming for Mutual of New York 
rest incregéor a period of six years. 
_ were S## Mr. Whelan was also a Mutual of 


ew York assistant manager in Wyo- 


ing for several years. For the past 13 
3. Robefitonths, however, he has represented 
finnesota Mutual in Cheyenne. 
\etna LE Mr. Hagan said that the increase in 
was firsie number of agency department per- 


7 880,000. 
nduced * 
Chapma 
Babcock, 
I & As 
Houston; 


mnel was brought about by the rapid 
evelopment of the company’s field or- 
anization, 

Midland representatives in 15 states, 
laska, Germany and France have in- 
teased the company’s total insurance in 
d F. E.frce by more than 15% since Janu- 
, 1,100 Agry 1. ; 

ied for 


; Pru Managerial Changes 


AA shift of managers in two Connecticut 








ankers oe tga been announced by The 
Dallas. I; . Vincent Gallo, head of the 
“red mat sage iba New Haven since 1954, 
. Moortiirics ie large of the Waterbury dis- 
‘ent ditch ing John A. Schweitzer. Mr. 
ee nae Me Meltzer took over the Poughkeepsie, 
Lv _has : district some time ago. 

vision. Ji Joseph Tashman succeeds Mr. Gallo at 





er @Xx 





, leaving the managership at Inwood 












prings "@ew York City) for the New Haven 
tormer @ssignment. A successor for the Inwood 
College ’B has not yet been named. 

ankers »oth Mr. Gallo and Mr. Tashman 
nm peg. ted the company in 1932. Originally 
school istrict agents they 


rose through staff 
anagerships to their present posts. 





ysychole 





HEADS PRUDENTIAL DISTRICT 

Floyd J. Hepler has been appointed 
head*of The Prudential’s Beaver Falls, 
Pa., district succeeding Robert Fenwick 
who retired recently. Mr. Hepler joined 
Prudential as an agent at New Kensing- 
ton, Pa., in 1939 and subsequently was 
advanced to a staff managership there. 
He recently was promoted to training 
headquar- 


consultant in the regional 


ters at Pittsburgh, a post he leaves for 
his present assignment. 


MADE ASSISTANT MANAGER 


Ben F. Martin, Jr., has been named 


assistant manager in Occidental Life of 
This 
Mr. 


award 


California’s Miami branch office. 


year, his fourth with Occidental, 
Martin received the company’s 
of distinction for leading its 3,500-man 
field force in the sale of accident and 
sickness insurance during 1955. 

A Mason, a member of 
the Miami Association of Life Under- 
writers and the Miami Association of 


Accident and Health Underwriters. 


he is also 


New Post for R. L. Hatzes 


Fidelity Mutual Life has announced 
the appointment of R. Louis Hatzes, 
CLU, as assistant general agent in its 
Washington, D. C. office. Mr. Hatzes is 
a graduate of Butler University, class of 
1950. Following graduation, he joined 
the Washington agency was ap- 
pointed supervisor in 1951. He received 
the CLU designation in 1955. 

Mr. Hatzes is adjutant of the Olney 
American Legion Post and secretary of 
the Washington, D. C. Kiwanis Club. 


and 












TO EACH 
HIS OWN 


these choices: 





What kind of disability income insurance should 
a man own? 


That, we think, is 4s business. But it’s our business 
to provide every kind he may possibly want. Hence 


For the man who wants lower premiums, our broad 
commercial line, including accident and sickness 
benefits payable for lifetime total disability. 


For the man who’s hipped on non-can, our new 
guaranteed renewable, guaranteed premium plan 


providing income to 65 (renewable to 65). 


And for the man who needs life insurance there is 
always our income disability on life policies, now 
extended to provide as much as $500 per month 
and available up to $20 per month per $1,000 of 


insurance. 






HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


In one of these plans there is “More Peace of Mind 
Per Premium Dollar” for each buyer. 


A Star in the West...” x 
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**WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO!" 
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Career of Wm. B. Stannard, Martin Named a Director Sigs ———— ” 
New President of LIAMA Of N. Y. C. Association | 
Donald C. Martin, CLU, district man- CONTINENTAL PLUS | 
ager, Metropolitan Life, Stapleton, CW -- 
Staten Island, was recently elected to GRADUATED PREMIUM—ORDINARY LIFE 
a three year term on the board of 
ee vy NON-PAR 
directors of The Life Underwriters’ As- | 
eee a te: iy 2k ew Oe. The More You Buy The Less Per a It Costs | 
Mr. Martin entered the life insurance 
business in 1933 as a general field clerk S S; L .. 
and became an agent in 1934; in 1938 he oO imp ae Oo ae 
was advanced to assistant manager and EXAMPLE: 
in 1940 eg appointed as field training Age 35 $10,000.00 $197.60 
instructor ecoming territorial field su- Age 35 $20,000.00 $385.20 
pervisor in 1947; he was elevated to 
managership of the Parkchester district MEYERS-CRISONA AGENCY, INC. 
in 1949 and was transferred to the General Agent 
Stapleton district in 1952. CONTINENTAL ASSURANCE COMPANY 
He was a lieutenant in the Navy and 89-30 oe St. oe 32, N. Y. 
: ; : gaat maica 3-3540- 
was stationed in the South Pacific from 
1944 to 1946. Mr. Martin has served 
for the past six years as an LUTC 
chairman, first in the Bronx and cur- different from the mortality percentage H { 4 St 1 
rently on Staten Island. i Ficmy the years age 38 to 15. yper ension EVERSON 
‘This suggests that initial ratings be C : co 
: continued from Page 
— —<—<—$—$—— assessed on the assumption that the ( ed ge 3) 
mortality percentage experienced at is- ‘fe inf - bu blood 
Perea ac iis A amen eae anv vears  Cific information relative to blood p 
Bullock's Portrait Studio M { lit St ti ti , Whith d sue age will continue for many years i : to 00 f 
WILLIAM B. STANNARD ortail y a ISti¢S— ] rea and that ratings should approximate — sure elevation in the past, and any mej 
sLIAl  t JAIN IN : . a es : . 
(Cond if " very closely the mortality percentage cation received in connection wit! 
ontinued from Page 3) experienced at the initial age at issue. alleged ‘hypertension 
William B. Stannard, new president : “Mention has been made of the effect ‘ 5 cone 
of Life Insurance Agency Management become as favorable as the mortality of | of reductions in ratings. Where a group Medical Opinion Differs 
een ae ae : individuals accepted at older ages. shows 200% mortality, premiums must 
ssociation, has been vice president in Tiptisinaiele: aw: tet - ‘ Bees! “Keepi A : 7 ' 
pei sksa. Wicaiieed dks _ Fortunately, we have some clue to the be collected to cover the extra deaths eeping in mind that the comp: 
charge of agencies, Occidental Lite of right answer with these murmurs. An- created by 200% mortality. If at entry, hensive study of the Joint Committ 
California, since March, 1952. drew C. Webster in a pape sente risks are rate “over , 200% = 5 
arenas since i wes 2 i Mea ig oy m Pp ea ie tag doe are gee to te a OK ‘mor- Aanicintion of (3% teow Me 
Born in O'Neill, Neb., he was with a | October, 1955, to the Association of tality and subsequently premiums are cates diel heteddal Sees 
beads wiaers elke te entered the Aisiy Life Insurance Medical Directors of reduced for the better risks, the pre- ROO: T°: ctuarial Society 
gs ha " rare ‘.” America offered some supplementary miums collected from the balance may America, we have conclusive prooi 
am World ar i, Atter discharge trom data gained from the basic material of not be sufficient. Fortunately, reductions levels of blood pressure above 1405 
the service he became an agent of the 1951 Impairment Study regarding in death rates due to mortality improve-  tolic and 90 diastolic are abnon 
Wyoming National Life of Cheyenne. the transmitted apical systolic murmur. ment have been sufficient to make up at any age, in the sense that the a 
Then for a time he was with Security rhe figures he presented bring out a the difference, but this will continue to exceeds the expected mortality int 
Tr : takersheld. Cal. In 1927 ws mortality percentage, in the period of be the situation only so long as death ly rising ratios where systolic and 
rust Co., bakersheld, al in her Ne il to 15 years: aiter issue, very little rates continue to improve.” stolic values are above this level. 
was made Los Angeles assistant manager “It behooves us as underwriters 
of Aetna Life, five years later becoming keep in mind that some patients resj 
manager there for Connecticut General. favorably to these drugs temporir 
In August, 1935, he was appointed an a after : (nge of time, the resp 
assistant manager of the Prudential, is lost and the pressure again 
resigning in 1937 to join home office of Ghree ee £ @ qrea Therefore, it seems desirable to req 
Occidental as agency assistant. After ~ va - a waiting te gad from one! 
being manager of the company’s North- 7 Ss two years, before making a final 4 
west division he became manager of g e CMsurTanrtee compante praisal in these cases, _ 
Pacific Coast, Mountain States and Medical opinions differ cones 
Southwest territories until July, 1949, of the worl eee the prolongation of life with the 
when he was elected a vice president. tinuous use of any of the hyperten 
Mr. and Mrs. Stannard, who live in drugs and surgery and/or surgery, ' 
Long Beach, Cal., have a son and a ae Mi MA Tchad and drugs. The long-range studies «i 
dauchter. | ot ’ natural history of hypertension or! 
sults of sympathectomy have yie 
varied conclusions according to ¢ 
: tution of study groups and variation 
R. E. Newkirk Addresses methods of classification of these | 
N. Y. Life Managers Assn. tients. It is now generally accepted 
R 1] E. Newkirk, L.L.B., who has sympathectomy has prolonged life 
l Hepes "i i We nae. 4 ye J ‘ t th e pectancy. There is now no uniform { 
Seer var Ss = fey ters ce neni ; I ie of study to test the general belief 
Shs ork State Association ot Lite adequate continued therapy prol 
Underwriters in connection with the life as it reduces blood pressure ani 
Unincorporated Business Tax, was the lieves symptoms. Twenty y ars of 
speaker at the November meeting of the tinuous treatment of these groups 
Life Managers Association of Greater of observation of a com ananle 
New York. Mr. Newkirk gave an inside treated group under carefull, contt 
look at the Unincorporated Business and standardized conditions might 
Tax situation and an evaluation of the required to demonstrate anv statistic 
necessity of workmen's compensation significant difference. It is. true! 
and tort liability for the accidents of definite reduction of blood pressure 
agents. He also discussed the effect the lessen the severity of hypcricut 
employe/independent contractor status ease process and should increase the 
. life underwriters has on the right, of expectancy. Nevertheless, __ redut’ 
deductions for business expenses on would not warrant advice to an ind 
Federal personal income tax returns. ual patient that his life expect 
Mr. Newkirk is a member of the New would surely be increased. 1s, it ¥ 
York State and Federal Bar Associa- not warrant any contention taker 
tions; former secretary to the Chief enters on longer hyperten sive: 
Justice of the Court of Appeals; presi- “The above, I believe, is the att 
dent of Newkirk Associates, Inc —pub- that we as ‘risk appraisers’ and 
lishers of law and tax books; editor of writers must follow. In our medical 4 
Estate Planners Letter, New York Law- partment we are following the re 
vers Letter and the Monthly Digest method of appraisal in considerin: 
of Tax Articles. . application within one year of treatm 
Phe program was opened by Associa- It will be appraised upon the $ 
tion President Wheeler H. King, CLI basis as if there had been no treat 
and moderated by Spencer L. McCarty It is assumed th 
=p bed “slat . = at the pre-treat 
CLI Mr. McCarty served as president 100 offices throughout North America Head Office: MONTREAL blood pressure level is available. We 
of the New York State Association in accept only cases that would have f 
1939 and was appointed to his present wise been accepted before the 
a 


position as managing director in 1945, 















these anti-hypertensive drugs. 
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Mutual Trust Gen’! Agts. 
Assn. Meets in Chicago 


NUSSBAUM ADDRESSES GROUP 


Olson and Kiefer Outline Company Ex- 
pansion Plans; New Officers of Gen- 
eral Agents Ass’n Named 
a 

General Agents’ 
Trust Life held its annual meet- 
Chicago Highlights of 
included address by 


1 Association of 
Mutual 


ng in 


recently. 


the meeting an 
Charles H. 


who outlined plans for 


vice presi- 
1957, 


empliasis on increased expansion in the 


Kiefer, company 


dent, with 
areas of sales promotion and education, 
the 
a number of prominent life 


election of officers for coming year, 
and talks by 
msurance men. 

\. Jack Nussbaum, newy elected presi- 
NALU “What I Would 
Were Agent.” 


referred to approach to 


dent ot spoke on 


Do If | 


ticular he 


a General In par- 


his 


agents who come to him for advice, de- 


which he tries to 


their 


scribing the way in 


working out own 


the difficult prob- 


them in 


assist 
problems. Concerning 
of moving from package selling to 
programming, he recommended that an 
agent build up a sizeable number of 
policyholders through package - selling 
and then begin his programming with 
those policyholders. 

William North, manager of the New 
York Life agency in Evanston, spoke on 
“Opportunities Unlimited in Life In- 
Selling.” general agent 


le ae) 


surance Al Zern, 
for Northwestern National, Chicago, dis- 
cussed the topic of recruiting, and de- 


scribed his method of recruiting through 
suburban newspapers. Howard Clarke, 
CLU, instructor at DePaul University 
presented a number of sales talks aimed 
at overcoming normal objections. 


General Agents Elect 


Officers of the General Agents’ Asso- 
ciation chosen for 1957 included: Arthur 
Tiedemann, New York, president; Roy 
Pease, Sumner, Iowa, first vice presi- 
dent; Bernard M. Eiber, CLU, Brooklyn, 


second vice president; and Charles Wal- 
ter, Cincinnati, secretary-treasurer. On 
the board of directors will be Garnett 
Lentz, Hillsdale, Michigan; Waldo Carl- 
Iron Mountain, Michigan; and Curt 
saker, Rochester, N. Y. 

The General Agents’ Association meet- 
ing concluded with a company sponsored 
luncheon at which President R: rymond 


son, 


Olson discussed further the company’s 
plans for expansion during 1957 and in 
future years. 


Growth of Life Insurance 


In Colorado and Florida 


Reports on the growth of life 
ance in Colorado and Florida from 1940 
to 1955 were issued this week by the 
Institute of Life Insurance as part of 
work to localize the news of the 
business wherever possible. 

“ast year, the first three reports in 
state-by-state series, detailing the 
insurance growth between 1940 and 

1954 in California, lowa and New York, 
distributed to newspapers and 
publications in the respective 
The Colorado and Florida re- 

will be followed soon by similar 

for Illinois and North Caro- 


insur- 


its 


were 
other 
states 
ports 
accounts 
lina 

In five pages of text and tables, in- 
a title cover with a geographic out- 
line of the State, are the facts on each 
area’s amount of life insurance in force 
in various categories for recent years, 
the purchases of Ordinary life, the death 
benefit acci- 


side 


and the living payments, 
dent and health benefits, life insurance 
premiums paid and a comparison of 


these with personal income in the State 
over 15 years, and -to indicate the 
investment aspect of the life insurance 
story—the holdings of mortgages, farm 
and non-farm, in the State. 


Actuaries of Indiana, 


Kentucky and Ohio Meet 


The Actuaries of Indiana, Kentucky 
and Ohio met in Cincinnati recently. 
Paul E. Martin, administrative vice presi- 


dent of Ohio National was chairman of 
the meeting. Edward A. Dougherty, 
actuary of Union Central, 
chairman Eugene W. 
of Western and Southern, 


was program 
and Bates, actuary 
was in charge 


of arrangements. 


During the afternoon session, the fol- 
lowing topics were discussed informally : 
gradation of cost by size of policy, 


terminal dividends, family policies, short- 
age of actuarial students and non-medi- 
cal limits. 

After Henry F. 
president and actuary of Lincoln Nation- 


dinner, Rood, vice 


al, gave a talk on the work to date of 


the committee of the Society of Actu- 
aries appointed to inquire into the need 
for a new mortality table. Such a table 


would, it is hoped, be a permissive stand- 
ard for valuation and calculation of non- 
forfeiture benefits. 

It was felt by those attending that 
meetings of this type held approximately 
once a year would be well worthwhile. 
The place of meeting could rotate among 
the major cities in the tri-state area. A 
committee headed by Gathings Stewart, 
actuary, Lincoln National Life, was ap- 
pointed to plan the next meeting prob- 
ably to be held in 1957. 


Record of Wm. G. Adams 


William G. Adams of John A, Hill & 
Associates, Aetna Life, Toledo, has com- 
pleted 1,000 consecutive weeks, a total 
of 19 years and 147 days, in which he 
produced new business of at least one 
policy application a week. Mr. Adams 
has been with the Hill agency since 1935. 






















































New England Life Increases 
Dividend Deposits Interest 


Effective January 1, the interest rate 
paid on dividend deposits on individual 
Ordinary policies with New England Mu- 
tual Life will be increased to 3.35% in- 


terest from 3%, President O. Kelley 
Anderson announced. 
The new interest rate will also apply 


to proceeds left with the 
interest, provided no life contingency is 
dividend additions on Ameri- 


3% and CSO 


policies and death claims and matured 


conipany at 


involved; 
can Experience policies 
endowments. 

At the same time, Mr. Anderson stated 
that the directors of the company voted 
$28,950,000 for payment of dividends to 
policyholders in 1957, compared with $27,- 
020,000 in 1956. This marks the fourth 
consecutive year in which New England 
Life has announced a partial or general 
increase in its dividend scale. 


Lifton Completes 20 Years 
As Manhattan Life Gen’! Agt. 


Abraham J. Lifton, general agent of 
Manhattan Life in New York City, re- 
cently observed his twentieth anniver- 
sary in that capacity. He was appointed 
a general agent on November 18, 1936. 

Prior to rejoining Manhattan Life, Mr. 


Lifton had been a general insurance 
broker in New York City from 1930 to 
1936. He was originally with Manhattan 


Life in 1926. 
3efore entering the insurance field, he 

had been associated for nineteen years 
with the office of the Attorney General 
of the State of New York as a special 
investigator and examiner. 

Mr. Lifton’s sons, Howard and Daniel, 
work with him in the agency. Both are 
brokerage supervisors. 














Top first year commissions—Best money making contract on the 
market with Immediate Vested Renewals! 


SUPERVISING GENERAL AGENTS WANTED. . | 


239% Commissions 
During First 20 Years Plus 
Lifetime Renewals 





for Charitable Institutions. 
4. LOWER rates for Females. 


W. Della, attorney, Baltimore, Md.; 
Service, Inc., Wilmington, Dela.; 8 
ration System of Banks of Utah, 
Treasurer, Security Trust Co., 

Fla.; 
Knox, 
Phoenix, Ariz.; 
James K. McShane, 


can Bankers Life of Florida; 
surance Co. of Florida. 








5. EXCELLENT Substandard Facilities. 
Attractive Franchises 
in New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 25 Other States 
BOARD OF DIRECTORS: Joseph H. egg: Pe Eastern Air Lines, Miami, Fla.; George 


George S. Eccles, president, First Security Corpo- 
Idaho e+ Wyoming; 
an: 
Eduardo Morales, Executive Vv. P., Pan American Bank, Miami, 
Jr., President, Knox Corporation, Thomson, Ga.; 
George S. Ling, Executive V.P. of American Bankers 
-D., director, Doctors ee. 
Ranni, president of American Bankers Life of 
Philip Stoller, Executive V.P. of American Bankers In- 


STOCK OPTIONS FOR AGENTS ON PRODUCTION BASIS. 
Write or wire: LEO SEXTON 
General Manager, Agency Department 


AMERICAN BANKERS LIFE ASSURANCE COMPANY 
OF FLORIDA 


345 N. E. Second Avenue, Miami 32, Florida 
JAMES G. RANNI, PRESIDENT, LIFE MEMBER MDRT 








IN LESS THAN FOUR YEARS OF ACTIVE OPERATIONS 
OVER $110,000,000 IN FORCE 


1. Complete line of very competitive policies, including new Preferred 
Whole Life 20, Preferred Paid-Up at 65, 
Quadruple Protection and unusual investment plans. 

2. SPECIAL SPLIT DOLLAR PENSION PACKAGE — No U. S. 


Treasury Department approval necessary. 


3. SPECIAL BEQUEST POLICY — New and Unique — Terrific Appeal 


Annual Renewable Term, 


K. Dolliver, president, Credit Finance 


Thornton M. 


Fincher, V.P. and 
E. Helliwell, 


attorney, Miami, 
ames Peter S. 
er, Insurance, 
ife of Florida; 
Inc., Miami, Fla.; James G. 
R. Kirk Landon, V.P. of Ameri- 


Paul L. 


Tom L. Legl 


Florida; 

















HEADS ATLANTIC CITY OFFICE 

Leo Sadkowski of Shrewsbury, N, ] 
has been appointed head of The Pru- 
dential’s Atlantic City district sales of- 
fice, succeeding William Z. Hinshaw. 
Mr. Hinshaw has been appointed hea 
of operations for a newly created Toms 
River district. 

Prior to assuming 
post Mr. Sadkowski was a company 
training consultant. He was advanced 
to that position recently after serving 
since 1947 as a company agent and staff 
manager. 


the Atlantic City 





Your Mutual 
Benefit Life 
Man SAYS: 


insurance 
plans are 
always 
one part 
company— 
two parts 
agent.” 


No matter how good the policy is— 
it’s up to the agent to fit it to each 
client’s individual needs. That’s why 
Mutual Benefit Life places so much 
emphasis on the agents’ training. And 
that’s why men likeW illiam —_ 
of Hartford find 
success so quickly. 
Mutual Benefit 
Life men give 
“custom-made” 
service, at “ready- 
to-wear” 








prices. 
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Murray Waters to Retire; 
Aetna Life Vice President 


Murray Waters will retire January 31 
ys vice president of Aetna Life. He 
has for many years been head of the 
company’s mortgage loan department. A 
veteran of nearly 25 years with Aetna 
Life, Mr. Waters entered the mort- 
gage loan business in Minneapolis fol- 
lowing his graduation from the Univer- 
sity of Minnesota, where he received his 
law re ree in 1912. He rose to treasurer 
of M. Rk. Waters & Son, Inc., and later 
became " jreasucer and vice president of 
Thorpe Bros., Inc. In 1933 he went to 
Hartford as manager of Aetna Life’s 
mortgage loan department and the fol- 
lowing year was appointed assistant vice 
president, being advanced to vice presi- 
dent in 1938. 

In recent years, Mr. Waters has also 
served as chairman of the building com- 
mittee which has been responsible for 
the planning of the new wing now being 
built on Aetna Life’s home office. 

Mr. Waters has been active in many 
local and national organizations in his 
feld and has served as an advisor in 
Washington on mortgage investment 
matters, particularly in connection with 
the Federal Housing Authority. He is 
a4 member of the National Agricultural 
Credit Committee and formerly was on 
the Connecticut advisory committee of 
the Home Owners Loan Corp. 

Mr. Waters also was president and 
a director of the Hartford-Aetna Realty 
Corp. and is now chairman of the board 
of Rourke Eno Paper Co. 

Before going to Hartford, Mr. Waters 
became the first president of the Minne- 
apolis Mortgage Bankers Association. 
He later was chairman of the Connecti- 
cut advisory committee of the Mortgage 
Bankers Association and also served as 
a member of its insurance advisory 
committee. i 





TIAA and CREF Trustees 


Dr. Edward S. Mason, dean of Har- 
vard University’s Graduate School of 
Public Administration, has been elected 
a trustee of Teachers Insurance and 
Annuity Association. Also elected were 
two new trustees for TIAA’s companion 
organization, College Retirement Equi- 
ties Fund. They are Dr. Sarah G. 
Blanding, president of Vassar College, 

and Dr. Roger F. Murray, adjunct pro- 
lessor of finance and associate dean of 
the Graduate School of Business, Co- 
lumbia University. 





Employes Get Cash Awards 
General American Life paid its first 
cash awards to home office employes who 
took part in 


a new kind of suggestion 
system—where the suggestions were 
made at an open meeting of the people 
na department rather than being 


dropped in a box. 
Fourteen men and women in General 
\merican Life’s Group benefits depart- 


ment received cash awards of from $5 
to $80—a total of $444. Their suggestions 
for improving work methods were made 


at a department meeting and the prac- 
ticality of each was discussed on the 
spc t. 

The aw: 


ologe irds were presented by Presi- 
dent dy 


well B. McHaney. 





| <eeeeees 


Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 


ee 








ee 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 








INDIANAPOLIS 


ee ee 


OMAHA 








League of Life Women to 
Mark 25th Anniversary 


The League of Life Insurance Women 
will celebrate their 25th anniversary at 
a Christmas party on December 4 in 
the Butler Room, Columbia University 
Club. Guest of honor will be Miss 
Claire Mann, TV, radio and beauty and 
health authority. Miss Mann recently 
gained nationwide publicity for her out- 
spoken recommendations to industry 
that more women be utilized in sales. 
She is also chairman of a campaign to 
organize a Womens Sales Executive 
Club of New York. 

President of the League of Life In- 
surance Women is Ceil K. Sweid. 





Mutual Benefit Life to 


Continue Dividend Scale 

Mutual Benefit Life, Newark, has an- 

nounced that its 1956 dividend scale will 
be continued in 1957. 

The 1956 scale at the time of its adop- 
tion provided the largest dividend dis- 
tribution in 15 years, relative to the size 
of the company’s operation, 

The dividend distribution for 1957 is 
estimated at $24,100,000. The distribu- 
tion for 1956 was just under $23,000,000. 
This increase of more than one million 
dollars represents the normal growth of 
the company’s business in force and the 
increase expected from the “aging” of 
outstanding policies. 





West Coast Life Manager 
West Coast Life, San Francisco, re- 
cently announced the appointment of 
Stanley N. Williamson of Springfield, 
Ore., as manager of their newly re- 
established Eugene agency. In line with 
its present program of expansion, the 
Eugene agency marks the fourth opened 


by West Coast Life in the past ten 
months. 

Prior to entering the life insurance 
business, Mr. Williamson took his de- 


gree in education at the University of 
Oregon. Following his graduation from 
the university he coached athletics at 
Springfield High School. 

Now entering its second half century, 
West Coast Life has more than a half 
billion dollars of life insurance in force. 


Mass. Mutual Increases 


Advance Premium Interest 

Massachusetts Mutual Life has_ in- 
creased from 21%4% to 3% per annum, 
compounded annually, the rate of inter- 
est used to determine the discount that 
premiums are 
In making the announcement, 


is allowed when paid in 
advance. 
President Leland J. Kalmbach indicated 
that the more favorable return on new 
investments has made this liberalization 
possible. 

Also announced was the extension of 
guaranteed issue underwriting in con- 
nection with pension and profit sharing 
plans. Groups of 10 to 24 lives in quali- 
fied cases are now being accepted. The 
company has been insuring groups of 25 
or more in plans of this type on a guar- 
anteed basis since July, 1955. 

Another liberalization reported by Mr. 
Kalmbach was that the waiver of pre- 
miums provision on female lives will pro- 
vide coverage to age 60. The maximum 
issue age has been extended to 55, so 
this provision is now available at ages 
10 to 55, inclusive. 





Great-West Life Makes 
Five Field Appointments 


Great-West Life has announced five 
new appointments in its field force. J. 
S. Cameron and A. D. Ramsay have 
been appointed supervisors of Winni- 
peg branch; D. Nablo has been 
named supervisor of northern Alberta 
branch; R. G. Wagner has been ap- 
pointed supervisor, North Dakota 
branch, and W. H. Wilson has been 
named Group supervisor at Portland, 

30th Mr. Cameron and Mr. Ramsay 
joined the company in 1952 as represen- 
tatives of the Winnipeg branch. 

Mr. Nablo joined the company in 1953 
in Victoria, B.C., but transferred to 
Edmonton in 1955 when the northern 
Alberta branch opened. 

Mr. Wagner was a_ successful life 
underwriter in Moorehead, N.D., prior 
to joining Great-West Life at Fargo. 


Mr. Wilson had several years expe- 
rience in general insurance prior to 
joining the company earlier this year 


as branch supervisor at Portland. 





New schedules. 





GROUP SPECIAL 
10 to 24 hues 


New and important liberalizations. 


Call our local office or write 
Connecticut General Life Insurance 
Company, Hartford. 


(minimum 16 lives in Florida) 


Connecticut General 














DO YOU have clients 
with EUROPEAN operations? 
Life insurance is available to them 
at DOMESTIC rates. Let us show you 
how to tap a tremendous market for 
extra volume. 

We consider prospects 

throughout the world 











WHITE & 
WINSTON 


INC. 
271 Madison Ave. (at 40th), Nv Y° 16 


Phone: LExington 2-8518 


General Agents 
The UNITED STATES LIFE 
INSURANCE CO. 





Ryan Joins Union Central 


Home Office Agency Dept. 
Harry J. Ryan, CLU, 


Union Central Life’s Davenport 


manager of 
agency, 
has been selected for a sales supervisory 
home office 


post in the agency depart- 


ment, effective January 1. In his new 
assignment, Mr. Ryan will assist Harold 
P. Winter, CLU, vice 
agency operations, in 


Central’s program of 


president in 
charge of Union 
agency supervision 
and development. 

Under Mr. 
November 1, 


enport 


Ryan’s management since 


1953, 


agency 


Union Central’s Dav 
has substantially in 
creased its annual sales. In addition, 
Mr. Ryan’s personal life insurance record 
is outstanding. 

Prior to joining 
Ryan was for five 
another life insurance 
buque and later Des 
fowan, he was born at Towa Falls and 
graduate of Loras Academy and 
College in Dubuque. 


Union Central, Mr. 
years an agent for 
company in Du- 
Moines. A_ native 


is 2 
Loras 








Ya 






FOR LIFE 


Representing 
“Canada Life’’ 


PPP PDS PEYLVIALS AYE Y YY VY 





ARNRMAMAN YAN wwe te 








THE EASTER 
UNDERWRITER 








J 


N 








November 23, 1956 








Manhattan Life announces that Ralph 


.) Schaberg, 


secretary-treasurer and Vincent T. Shan- 





Impact 
VINCENT T. SHANLEY 


ley, assistant controller, appointed con 
troller. Claus Krohn, formerly assistant 
to the controller, becomes assistant sec- 
retary. 

Mr. Schaberg Kitz 


succeeds Edward 


Impact 


CLAUS KROHN 


simmons as secretary and Mr. Shanley 


succeeds Jerome Gillroy as controller. 
Messrs. Fitzsimmons and Gillroy recent- 
ly resigned to join Mount Vernon Life, 

Mr the 


company in treasurer 


who started with 


1923, 


Schaberg, 
has been 
since 1953. Previously he had been assist- 
ant treasurer for three years. A veteran 
of World War II, he served in the Euro- 
pean Theater of Operations with the 
103rd, Infantry Division. 

Upon his discharge in 1945, Mr. Scha- 
Manhattan Life, serving 


berg rejoined 


as mortgage representative. He is a 


member of the American Institute. of 
Real Estate Appraisers, the Mortgage 
New York and 


the Peter Minuit Post of the American 
Legion. 


Bankers Association of 


Before his appointment as 
Mr. Shanley 
trolier, 


controller, 


had been assistant con 


and assistant to the secretarv 


Schaberg, Shanley, Krohn, Advanced by Manhattan Life 


treasurer, has been elected 


since 1953. 


Life continuously since 1926, except for 
three and a half years with the 7th Air 





RALPH P. SCHABERG 


Force in World War II, 


seas service in the Pacific Theater. 


including over- 


Upon his return to Manhattan Life ! 


was appointed field auditor, 

Claus D. Krohn, formerly assistant to 
the controller, has extensive insurance 
experience, having been with insurance 
firms both here and in Norway. He is a 
graduate of Indiana University Graduate 
School of Business, where he majored in 
insurance. Mr. Krohn holds a Master’s 
Deeree in Business Administration. 


e 


He has been with Manhattan 


ARE OUR 





ROBLEMS 


“DOMESTIC” CASES 


For over 30 years we have specialized in life insurance of 
all kinds on foreign risks — ordinary as well as group em- 
ployee benefit plans. American Life branch offices and 
agencies encompass much of the world — our mail service 
and affiliated companies cover the rest. Don’t pass up your 
foreign prospects! Just write or call: 





AMERICAN LIFE 


Sinem S 


ao, 





825-827 Washington Street, Wilmington, Delaware 





October Sales Record 


National Life of Vermont 


set an all time record for the largest 
paid for business for any single month 
106-year history of the 
October 
which 


entire 
Paid for business in 
amounted to $25,733,255 
56.34% above October of last year and 


in the 
company. 
was 


10.30% above the previous record month 
of December, 1954. 








Climbing 


to New Heights: 


NOW—WE ARE 


COMPLETELY MUTUALIZED 


Our Constant Aim: 


Greater Life Insurance Service 


To the Public 


Hlilceltle AMES) icelile Mme lile Mm Co] oy[oi by 
4 oLelirel lire Mate [111 an ©) ol-1aehilelie 


A fast growing, 


progressive company. 
A definite plan for advancement. 
A.new and modern contract. 


Write: 








G. Frank Clement, Vice President in Charge of Agencies 


Shenandoah Life 


Snsurance Company 


Home Office « Roanoke, Virginia 





A MUTUAL LIFE INSURANCE COMPANY OWNED BY AND OPERATED FOR ITS POLICYHOLDERS 





in October 


Confederation Life Now 


In Connecticut and N. J. 
Licenses for Connecticut and New 
Jersey have been issued to Confederation 
Life, which has named Four State Life 
Agency, Inc., East Orange, N. J., as 
general agency for Connecticut and the 
northern part of New 
Wohlreich is agency president. 
Confederation Life, whose head offic 
is in Toronto, has been active in the 
United States for 30 years. It has been 
operating in Michigan, Ohio, [ennsyl- 
vania, Hawaii and Puerto Rico. 
Founded 8&5 ago, the compan 
which does a world-wide business, now 
has in force $1,689 million. Assets exceed 
$341,000,000. 


Jersey. A. | 


years 


Guarantee Mutual Increase 
1956 was 
volume 


another recor: 


Guarantee 


September, 
month in sales for 
Mutual Life of According 
J. D. Anderson, agency vice president, 
the field organization during September 
222% in sales vol 


Omaha. 


registered a gain of 
ume of life insurance over September. 
1955. This record brings the gain in lite 
insurance sales for the first nine months 
of the year to 21.2% over the first nin 
months of 1955. 

Gains were also registered during 
tember in the Accident & Sickness De- 
partment. Sales in this department tr 
the first nine months of the year excec! 
those of 1955 by 32%. 

The leading agency for September, 
1956 and for the first nine montlis of ti 


Sep 


year is the Earl J. Knutson Agency, 
Portland, Oregon. H. M. Krupinsky, 
Fremont, Nebraska was the leaaine 


agent for September. 


United of Omaha Gain 


=e c 1 5 | ise 
On October 31 United of Omalia were 
its books on the second highest proc 


tion month in the 30-vear history 0! 
company. The total of $30,748,000 in? 
of ° rd . i erittel 
life insurance business that Was. wee" 
° 227 increas! 


during the month marked a 22% 
over the same period of 1955. It wa 
exceeded only by the month of Decent 
ber in 1947, and gave United its lignes 
October production since the compat 
Was organized. 

United president N. Murrav | po! 
worth gave a share of the credit 1 
the company achievement to the id 
crease in the average size of policy Sol 
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AT 83 THOMAS A. EDISON made pioneering 
studies on the production of synthetic rubber. 






AT 79 PADEREWSKI vas still a master of the 
piano, giving concerts before large audiences. 






om és pe 


AT 83 ALFRED TENNYSON published one of his 
most memorable poems, Crossing the Bar. 








j 


AT 78 BENJAMIN FRANKLIN was ambassador 
to France; wrote his autobiography after 80. 


Will your later years 
be ones of achievement 


and contentment? 


I’ YOU THINK about the many contributions which 
older people have made to the world . . . you realize 
how rewarding life’s later years can be. 


Today, more people than ever are proving that the 
years beyond 65 are not years to be idly spent . . . they 
are years to be actively enjoyed! 


If you want your later years to be healthy, happy, 
active ones . .. and who does not? . . . here are some 
important things which you should begin to do now: 


1. Adopt the right outlook on aging. Do not 
worry about old age. Worry will not delay it; more 
likely this will hasten it. Face up squarely to the prob- 
lems of aging . . . and plan your life so you can meet 
future challenges. 


2. Broaden your horizons as you grow older. 
‘Mental adventure,” whether it be in absorbing hob- 
bies or in activities devoted to helping others, will stand 
you in good stead during your leisure years. “To learn 
what is new is to remain young.” 


3. Take stock of your health. Complete medical 
check-ups annually after you are 35 or 40 can help 
assure you a healthier life in your later years. Not the 
least of the benefits which you will get from regular 
visits to your doctor is medical advice about what you 
should and should not do as you get along in years. 


You may have slipped into some bad health habits 
unknowingly . . . like over-eating or not eating enough 
of the protective foods . . . or not getting enough exer- 
cise and sleep. These may seem like small matters to 
you .. . but good living habits pay off, and you cannot 
start them too early. 


Look at the older people around you who have mas- 
tered the art of growing old gracefully. Find out what 
they have done to achieve health and happiness in the 
sunset years. You may learn a lot that will help you. 
Indeed, you may live to echo the sentiments of an 
80-year-old man who said, “I’m not 80. I’m just 4 
times 20!” 








COPYRIGHT 1956—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 MADISON AVENUE, NEW York 10, N. Y. 





Reader’s Digest, National Geographic. 






















This advertisement is one of a continuing 
series sponsored by Metropolitan in the interest 
of our national health and welfare. It is appearing 
in two colors in magazines with a total circulation 
in excess of 31,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ 
Home Journal, Good Housekeeping, Redbook, 
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Northwestern National 
Not to Sell Control 


STATEMENT BY ITS BOARD 


Reasons for Declining Great 
Southern’s Offer to Acquire 
Stock Domination 


Gives 


The Northwestern National Life of 
Minneapolis the offer of 
Southern Life of Houston, Tex., 
for This 
after passage of a resolution by NwNL’s 
the Minneapolis 


has declined 
Great 


stock control. was announced 


In explanation 
a statement 


board. 
company issued this week 
giving reasons as follows: 

Northwestern National is a stock and 
mutual company organized and existing 
under Minnesota state laws by incorpo- 
ration articles providing that its home 
office shall be in Minneapolis and that 
a majority of the board shall be Min- 
nesota citizens and residents. 

Acquisition of a controlling stock in- 
the any 
insurance company, it was stated, might 
tend to disturb relationship between the 
mutual and stock branches of NwWNL. 

“Tt would not be in the best interests 
of the company, employes and its agents 
to come under dominance of any other 
life insurance company or corporation 
by acquisition of a controlling stock 
interest or otherwise,” says statement. 
“Tt shall be the policy of the company 
to take all appropriate means to protect 
and maintain the individual and separate 
identity, independence and integrity of 
the company,” says the company. “No 
officer, director or employe of the com- 
pany shall negotiate with any other life 
insurance company or other corporation 
looking towards the acquisition of a 
controlling stock interest in the com- 
pany. 

“Consistent with this statement of 
policy the action of the officers and 
directors of the company in declining to 
negotiate or discuss with Great South- 
ern Life of Houston its current offer 
to buy the capital stock of Northwestern 
National is hereby approved and con- 
firmed.” 


terest in company by other 


Three H. O. Promotions 
By Jefferson Nat'l Life 


In keeping with its policy of promo- 


tions from within whenever possible. 
Jefferson National Life, Indianapolis. 
recently announced three home office 


promotions as follows: 

James M. Donohoo, formerly assistant 
agency director, has become personnel 
manager and director of public relations; 
Burl Miller, who joined the company in 
1951, will head the newly formed policyv- 
owners’ service department, and Irvin 
L. Clampitt of the underwriting and 
service department has become a district 
agent in the Indianapolis area. 

Mr. Donohoo formerly served as spe- 
cial agent and brokerage manager for 
the Occidental Life, and then as field 
supervisor for the American Reserve of 
Omaha. A graduate of Washington Uni- 
versity, St. Louis, Mr. Donohoo also 
was graduated from the LIAMA schools 
and the Life Underwriter Training 
Council. 

Mr. Miller, after several years of field 
and supervisory experience, started in 
the home office agency department. 
Later in personnel, he is well qualified 
for the duties he now assumes as man- 
ager of the policyowners’ service de- 
partment. He was formerly a high school 
teacher. 

The new agent, Mr. Clampitt, is a 
graduate of Butler University and a 
veteran of World War II, wherein he 
worked in special services and insurance. 
After the war he went to work for RCA 
as manager of its insurance department. 
Later he became a special agent with 
the Great-West Life, and from there 
joined the Jefferson National Life. 


Withhold Group Limit Action 


The Group insurance committee of 
National Association of Life Under- 
writers has decided to withhold judg- 
ment, temporarily at least, on a_ pro- 


posal that legislation be sought to give 


extraterritorial effect to the so-called 
20/49 amount limit statutory formula 
now operative in, a number of states. 
Harry N. Phillips;; CLU, Sun Life of 


Canada, Detroit, Group committee chair- 
man, said the committee wished to make 
it entirely clear, however, that it still 
wholeheartedly endorses the efforts of 
NALU state and local associations to- 
ward obtaining nationwide adoption of 
the 20/40 formula. 


Lincoln National Names 


J. S. Bomba in Chicago 


Appointment of Joseph S. Bomba as 
supervisor in the F. G. Lotito agency of 


Lincoln National Life in Chicago has 
been announced by General Agent F. 
G. Lotito. Mr. Bomba succeeds C. F. 


Soukup whose appointment as a Chicago 
general agent for Lincoln National Life 
was recently announced. 

Mr. Bomba joined Linco!n National in 
March, 1955, after several years in per- 
sonnel work. He is a graduate of the 
University of Illinois and a veteran of 
three years of Army service. He will 
have managerial responsibilities in the 
FF. G. Lotito agency including recruiting, 
training and supervisory work. 


Standard of Oregon Ads 


Advertising and promotion for the 
Standard Insurance Co. of Portland, 
Oregon, will be handled by the Portland 
Office of Cole & Weber beginning the 
first of the year. The company is 50 
vears old. 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 


PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2824 





JOHN A. TOWERS DEAD 


Head of Towers, Perrin, Foerster & 
Crosby, Philadelphia, Prominent 
in Pension Field 

John A. Towers, president of the pen- 
sion consultant firm of Towers, Perrin, 
Forster & Crosby, Inc., Philadelphia, 
one of the most prominent officers in 
that field in the country, died Sunday 
night in University Hospital, Philadel- 
phia. He was 62 and lived in Berwin, Pa. 

Graduate of University of Missouri 
and Kansas City Law School, Mr. Tow- 
ers entered the insurance business as a 
partner of O’Brien, Hobart, Perrin Un- 
derwriting Agency. In 1924 the firm 
moved to Philadelphia taking over the 
reinsurance department of Brown, Cros- 
by & Co. When the present corporation 
was organized in 1934 Mr. Towers be- 
came executive vice president, assuming 
the presidency in 1949, 





Franklin Life Sales Up 30.5% 


During the first ten months of 1956, 
new paid sales of the Franklin Life 
showed a gain of 30.5% over last year. 
The company expects that its 1956 paid 
sales will exceed $600,000,000. 

Sales for November are well ahead of 
last year with Franklin field = men 
throughout the country honoring Presi- 
dent Chas. E. Becker with a birthday 
campaign during this month. 





New style: 


Old style: 





DAVE CARR e¢ MIKE WILTON 








Slide Rate 


Flat Rate 


the MORE you buy 
the LESS per $1,000 it costs 


Discount continues up to $500,000 


for selling help and ilustrations, call: 


DAVID A. CARR AGENCY, INC. 


Continental Assurance Company, Chicago 


50 EAST 42nd STREET 
OXford 





e BOB SIENTZ e _ BILL BARTON 


e NEW YORK 17, N. Y. 
7-34.24 


















POSITION WANTED 


Man with ten years’ experience group 
insurance sales and service work, home 
office and field, desires new connec. 
tion. Age 37. College graduate. Salary 
desired, $12,000. Address Box 2467, The 
Eastern Underwriter, 93 Nassau Street, 


New York 38, N. Y. 











Stiller Joins Home Office 
Staff of Mutual of N, 


Leonard Stiller, of San Francisco, hg 
joined Mutual Life of New York as 
member of the sales staff at the hom 
office, where he is undergoing specif 
managerial training. 

Mr. Stiller has been a manager in S 
Francisco for Penn Mutual Life for: 
past two years. A native of New Yor 
City, he was graduated from New Yo: 
University’s School of Commerce 
attended the University’s School of | 
Following five years service in Wo 
War II as an infantry captain, he 
in real estate management work j 
three vears and then entered the pe 
sonal insurance field. 


Commonwealth Life Names 


Lawrence Assistant Actua 

Commonwealth Life, Louisville, | 
announced the appointment of Rol 
K. Lawrence as assistant actuary. 

Mr. Lawrence, a native of Car 
received his Bachelor of Commerce | 
gree from the University of Mani 
in 1950. He is an Associate of the § 
ciety of Actuaries, 

3efore joining Commonwealth L 
Mr. Lawrence, a World War II ve 
eran of the Royal Canadian Navy, 
associated with the Northern Life 4s 
surance of Canada. 


W. Z. Hinshaw’s New Pos 


Expanding its activities in the Na 
Jersey shore:;area, The Prudential 14 
mally opened a new district agenc) 
fice this week in Toms River. 

Formerly a Detached office, the 1 
agency will serve the Toms River 
Lakewood areas and will extend as! 


south as Long Beach Island. The 0" 
will be under the direction of Wile 
Z. Hinshaw who has been transtert 


from the company’s Atlantic City of 
Mr. Hinshaw has been associated W! 
The Prudential since 1940. ; 
The company also has Ordin 
agency office in Toms River under * 


direction of Division Manager Jay 5 
Lehman. 

Aetna Names J. C. Curtis 
Appointment of John C. Curtis 3 
assistant general agent of the How" 
agency of Aetna Life has been 


nounced by J. E. Holt, general at 

Mr Curtis was supervisor at the 5° 
ton agency until being transterre!’ 
year ago to the company’s home 0” 
at Hartford, where he has been sé 


as agency assistant and an instrit” 
in the Aetna Life’s home office trait 
school. A graduate of Indiana Unives 
sity, he joined Aetna Life in 53 2% 
representative of the Houston age? 


Mr. Curtis was a charter member § 
the Bellaire Junior Chamber 0 ‘ 
merce, and has served as direct 
state director of the organization. © 
is an Air Force veteran. 


or 
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Franklin Life Appoints 
Schwartz in Bridgeport 
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LESLIE M. SCHWARTZ 





ger in § 
= Leslie M. Schwartz has been appointed 
W ll . , . 
Now \.ggsinict manager im 3ridgeport, Conn., 
merce or Franklin Life of Springfield, III. 
ool of Lal Mr. Schwartz entered the insurance 
in Wofiiisiness in 1945 as a debit agent with 
un, ne a ° ‘ . 
work ifglie Prudential, and was associated with 
d the peflat company until this year. He was 
cmember of The Prudential Production 
Clubs, and consistent winner of the 
N \ational Quality Award. 
ames Bi. his new association with Franklin, 
Actuarflr. Schwartz will be associated with 
sville, hgbivisional Manager Martin B. Singer in 
of Robefithe Franklin headquarters for that area 
rae i Bridgeport. 
or Wat ; 
merce Braet 
 Manit 
) s : ed i 
of the@Union Mutual Appointments 
ealth Lig™ These appointments have recently 
nN I] \effeen announced by Union Mutual Life 
: lite i Portland, Me.: The W. R. Kelley Co., 
: pes stment bankers, to represent Union 
tual at W ashington, D. CG. Erle 1F. 
er ee. Jr., insurance manager; Clar- 
E Mykland life department man- 
a ee, ee ere ‘ 
ew + ger at Seattle for Swett & Crawford, 
co the "a ad Regia T. Maloney, Jr., district 
ential Menager of Union Mutual’s new Coving- 
agency . he. agency. James A. Lynch, Jr., 
fe — ithe Boston Agency has been ap- 
Mi “Bponted Gr up sales and service repre- 
ang : tative, also at Boston. 
Tt et tr Herbert attended St. John’s Mili- 
J Wilk Academy. He received his college 
me dieation at the University of Michigan 
psi? and Olivet College. He holds a BS. 
al tc’: Prior to assuming his present 
7 he was an underwriter for the 
tandard Accident in Cleveland and 


OrdinePDetroit. 
under “Ml A graduate of 
er Jay i und, Mr 

gree from 
Teviously he 


the College of Puget 
Mykland received his B.S. 
that institution. He has 
en affiliated with the Sound 


rie C Se ; oun 
C rtis she Co. of Tacoma, Wash., the Equi- 
wut aes Life Assurance Co. of Tacoma, 
Curtis Best Coast Life of Seattle and Great- 


2 Hous! West Life, 


also of Seattle, as salesman, 













been ate Manazer and supervisor, respec- 
oral age@m'vely. He mel in the Navy as lieu- 
the Hog "ant commander in the Pacific Area 
isferred @em 1940-1946, 

ome 0 Mr. Maloney is currently continuing 
en ser"aat.* education at the University of Cin- 
instru quati He has been an underwriter for 
e tr er Mutual and Manufacturers and 
a Uni erchants Indemnity Co. He has also 
1953 « @e" affiliated with the Kellogg Sales 







agenc in their sales department. 

nem be, TR Lynch joined Union Mutual di- 
of “d after receiving his B.S. degree 
ector “’ Dusiness administration from Bos- 
vation. 4" College. He has been with the 





T n - - 
"pany for three years. 








Columbian National’s New 
$25,000 Minimum Special 


Fred S. Sibley, vice president 
director of sales of Columbian National 
Life, Boston, introduced the company’s 
new $25,000 minimum special Ordinary 
life policy. Designed to meet the need 
for anyone who needs more permanent 
insurance for a low guaranteed premium 
outlay, the new policy was received with 
enthusiasm by company field represen- 
tatives. 

Issued in amounts 25,000 up, 
the new special Ordinary life policy will 
be written from ages 10 through 70 on 
both-men and women—standard as well 
as substandard risks up to 500% mor- 
tality (Table “P”). It has a low guar- 
anteed net cost and a full range of set- 
tlement options. Family income or level 
term riders may be added. 

To publicize the plan, Columbian Na- 
feature full-page advertise- 
the November and_ the 
issues of many insurance 
magazines. A complete portfolio of very 
modern sales aids for agents and_ bro- 
kers promoting the new policy has also 
been published by the Boston firm. 


and 


from 


will 
ments in 
December 


tional 
late 





N.Y. STATE EXAMS 
| NEW YORK « JAMAICA 


| 132 Nassau St. 148-15 Archer Ave. 


INSURANCE COURSE 


Starts Monday, Dec. 3, for 
Broker’s & Agent’s Exam. on Mar. 21, 1957 


IREAL ESTATE COURSE 


Starts Wednesday, Dec. 5, for 
State Examination on Mar. 13, 1957 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 
Write, phone or call for Booklet 
INSTITUTE OF 
INSURANCE 

132 Nassau 8 


New York 38, 
Near City Hall 


COrtlandt 7-7318 
HERBERT J. POHS, Founder-Director 

















Hancock 5 and 10 Loan 


John Hancock Mutual Life has closed 


a mortgage loan of $1,350,000 on a new 


three-story and basement building in 


downtown Flushing, L. [., on which 
F. W. Woolworth Co. has taken a 32- 


year lease. 





Here’s a recommendation that can be your key to more 
sales in the rapidly growing senior citizens market. If your 
prospects in the 65-80 age bracket have a real need for Life 
Insurance based on business or tax reasons, Manufacturers 
Life’s G.M.P. plan offers maximum protection for lowest 
dollar outlay. Shown below are sample annual premiums per 
$1,000 for G.M.P. ($25,000 minimum whole life non-par). 










AGE 65 70 


75 80 





Premium | $68.76 | $91.04 











$124.81 | $172.55 














BRANCH OFFICES IN THE FOLLOWING CITIES: 


BALTIMORE * BOISE * CHICAGO * CINCINNATI * CLEVELAND * COLUMBUS 
LANSING * LOS ANGELES * MIAMI 


DETROIT * HARTFORD * HONOLULU ° 
MINNEAPOLIS © NEWARK ° 


PHILADELPHIA ° 
SAGINAW * SAN FRANCISCO © SEATTLE * SPOKANE * WASHINGTON, D.C. 


PITTSBURGH * PORTLAND 
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MANUFACTURERS 
LIFE COMPANY 

















TOP SUPERVISOR WANTED 


who can qualify for company 
management training program to 
become future General Agent. 
Unusually fine opportunity — 
phone Lee Nashem — OXford 
7-2950. Confidential. 








LEE NASHEM AGENCY 


HO fect 
New York 





Mutual Benefit Life Insurance Co. 





A. B. Morrison Honored at 


W. L. Perrin Agcy. Luncheon 

Albert B. Morrison, superintendent of 
agents of Continental Assurance in 
charge of eastern department 
tion, was the guest of honor at a Bank- 
ers Club luncheon November 16 given 
by Julius L. Ullman, president of W. I 
& Son, Inc. New York City. 
This agency represents the Continental 
as general agents. Recognition was given 


produc- 


Perrin 


to Mr. Morrison on his recent promo- 
tion as successor to Harlow G. Brown, 
who recently retired. 

At the luncheon William J. Tracy, life 


insurance manager of the Perrin Agency, 
presented awards to eight producers of 
the agency who qualified with outstand- 


ing life production during September 
and October. 
For the year to date the Perrin 


Agency is 15% ahead in life and non- 
cancellable A. & H. insurance produc- 
tion in Continental Assurance. 





H. P. Warrener’s New Post 

Assistant Vice President Harrison P. 
Warrener, a member of Union Central 
Life’s agency department since 1943, has 


assumed new duties in the home office 
operations department. Mr. Warrener’s 
appointment was announced by Presi- 


dent John A. Lloyd. In his new position, 
Mr. Warrener will be in charge of the 
mail and files bureau, service bureau, 
records preservation division and com- 
munications and perform other duties as 
assigned. 

These were formerly under the super- 
vision of Assistant Vice President Mar- 
shall C. Hunt, who, since August 1 also 
has been serving as assistant secretary 
and who, in addition to the duties of his 
new office, will continue to handle pub- 
lic relations matters and other duties in 
the home office operations department. 

Mr. Warrener moved to the home of- 
fice operations department with 17 years 
of varied home office experience. He 
joined the company in 1939 as a mem- 
ber of the benefit division and was made 
assistant manager in 1942. He was ap- 
pointed manager the following year. 

In July of 1943 Mr. Warrener went to 
the agency department as agency secre- 
tary, a post he filled until his election 
as assistant superintendent of agencies 
in 1946. Mr. Warrener was named an 
assistant vice president in December, 
1955. He is a Fellow in the Life Office 
Management Association and also has 
been active in the Life Insurance 
Agency Management Association. 





Name William B. Davidson 


William B. Davidson has been ap- 
See toe district Group manager for New 


England Mutual Life in the Chicago 
area. 
Mr. Davidson, a Dartmouth College 


graduate, joined New England Life in 
1953, and has been district Group rep- 
resentative in the New York area since 
that time. Formerly he was a_ home 
office representative for State Mutual 
Life in its New York City Group office. 
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Maine Fidelity Appoints 
Radville Agency, Hartford 


RADVILLE 


ms 


ville Co., 57 


heading the I. J. Rad- 
Pratt Street, Hartford, has 
appointed general agent for Hart- 
Maine Fidelity Life. 
Radville Co.’s newly 
health 
Silverstein, 


Radville, 


been 
ford County of the 
Manager of the 
organized life and accident and 
Irving M. 
man. 


department is 
local insurance 

Mr. Radville, 
Metropolitan Life as 


who began his career 


with the an agent, 
1945. The 


Silverstein, 


opened his present agency in 


appointment of Mr. also a 
former Metropolitan Life representative, 
rounds out the insurance services of the 
Radville Co., which now offers the newly 
developed life and A. & H. lines of 
Maine Fidelity, Burton M. 


Cross, former Pine 


headed by 
governor of the 


Tree state. 


Republic National Life 


Introduces New Contract 
National Life of 
Dallas is introducing to its fieldmen and 


This month Republic 


brokers a new plan, according to Theo. 


P. Beasley, president. This is an en- 


dowment at 90 contract on a participat- 
ing basis. 

The new 
mum life insurance 
of which are low net cost, first year cash 
values and second year dividends. It is 
recommended particularly as a loan plan, 
split-dollar purchase, as deferred com- 
pensation, or as a gift to children or 
grandchildren. 

Brokers and others are especially in- 
vited to submit applications for the new 
contract for special class consideration 
up to 000% mortality. 


contract is a $25,000) mini- 
policy, the features 


New Philadelphia District 


The Prudential opened a new Phila- 
delphia district sales organization under 
the direction of Frank W. Hayes. The 
new district organization will serve parts 
of northeast Philadelphia and_ several 
nearby communities. Some 46,000 policy- 
holders having $47,500,000 of company 
insurance will be served by the new 
office. This business had been handled 
by three other Philadelphia Prudential 
offices prior to the creation of the new 
district. 

Mr. Hayes was eri aduated from West 
Chester Teachers College in 1937 and 
joined Prudential as an agent a year 
later. He has held a sales supervisory 
post at Prudential’s West Chester office 
since 1948, 


Jamestown, 


New York Life Opens New 
Office in Albuquerque 


New York Life has opened an office 
in Albuquerque to handle the sales and 
service of Group life insurance and acci- 
dent and sickness insurance. Harry L. 
Corbett is the home office representative 
in charge of the new office. He is a 

graduate of the University of Arizona 
and had experience in Group insurance 
sales in Phoenix, and El Paso. 

He joined the Denver district Group 
office of New York Life in 1954. The 
growth of Group insurance sales in the 
New. Mexico territory has led to the 
need of opening the new office in Albu- 
querque. 


First Colony Director 
Robert C. executive vice presi- 
dent and a director of American Secur- 
ity & Trust of Washington, D.C., was 
elected a member of the board of direc- 
of First Colony Life, Lynchburg, 


Saker, 


Baker is also a director of Mer- 
ritt-Chapman & Scott Corporation, New 
York Shipbuilding Corporation, Peoples 
Drug Stores, Inc., State Loan & Finance 
Corporation and the Garfield Memorial 
Hospital of Washington, as well as a 
member of the advisory board of the 
Washington Mutual Investors Fund. 


PRUDENTIAL MANAGER 

Kenneth H. Avery has been appointed 
manager of The Prudential’s Schenec- 
tady, N. Y. district succeeding Douglas 
Hans, who has assumed charge of the 
N. Y., district. 

The new manager joined Prudential 
as an agent at Hudson, N. Y., in 1937. 
In 1948 he was advanced to a staff man- 
agership. During the past two years he 
has been a training consultant in the 
home office at Newark, N. 


Phoenix Mutual Director 


LYNDES B. STONE 
Lyndes B. Stone, 
Phoenix Mutual Life, 
a director of the company. 
University of Kansas and Yale Law 
School, he joined Phoenix Mutual’s legal 
department in 1936, became second vice 
president in 1950 and was advanced to 
vice president in 1954. He is active in 
civic affairs of West Hartford and is 
vice president, 
the budget committee of the 
Hartford Community Chest. 


MUTUAL OF N. Y. LEADER 

The New York (Myer) agency led 
Mutual of New York’s 108 agencies in 
total production of life insurance, acci- 
dent and sickness coverage and Group 
insurance including Module employe 
benefit plans, in September and for the 
first nine months. 


vice 


has been elected 








——s 


lI 


A WELL-BALANCED COMPANY 


In government, it is 


a balance of the executive, 


legislative and judicial branches. 


In life insurance, it is a balance 


of fundamentals, progress and 


alertness to policyholders’ needs. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA « PENNSYLVANIA 








president of 


Graduate of 


director and chairman of 
Greater 


General American Gains 
For the first ten months of 1956, 
individual life sales of General Americ 
Life, consistently averaging a one-th;, 
increase over last year, stand 36% 
ahead of 1955. ; 
Year-to-date paid Ordinary life yoly; 
of $92,702,099 compares with $68,100) (4 
for a comparable period of last year 
General American Life’s sales in Qe 
ber set new all-time highs for the cq 
pany. Paid volume of $11, 168,426 beat t 
previous record set in August, 1955 


was 56% better than October last ye: 





says June Denman, 
wife of R. Ear] Den- 
man (The Gantz 
Agency, Cincinnati) 


‘Even when Ear! has 
had one of his best years, 
we both know that his 
next year can be even 
better. Pacific Mutual 
and progress are synon- 
ymous-and that inspires 
a man. For myself, 
there’s inspiration in 
knowing that Earl’s ca- 
reer is permanent.” 


June Denman’s hus- join 
band is the current und. 
Pacific Mutual Pro- at 
duction Champion ie 
and President of the 

Big Tree Club — the 

tenth time he has 
achieved these hon- 

ors in his 30-year 

career. 


LIFE INSURANCE COMPANY 


PACIFIC MUTUAL BUILDING 
LOS ANGELES 14, CALIF. 


LIFE «© ACCIDENT & SICKNESS 
RETIREMENT PLANS 
GROUP INSURANCE Sia 

Stat, 
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C. E. Michaels Now With 
Alva Agency, Inc., in N. Y. 





CONRAD E. MICHAELS 


Alva Agency, Inc., general agents in 
New York of the United States Life has 
appointed Conrad E, Michaels as_ bro- 
kerage supervisor. 

For the past 2%4 years, Mr. Michaels 
has been manager of the life depart- 
ment in Zaun-Conroy Life Agency, Inc., 
New York City. Prior to that associa- 
tion, he was a life agent for the Aetna 
Life for six years. 

Aside from his insurance activities 
Mr. Michaels holds a commission as a 
major in the U.S. Air Force. Married, 
he is the father of one child. 





Jackson to Hancock Home 


Office on Sales Promotion 
David F. Jackson, Jr., CLU, formerly 


assistant district manager for John 
Hancock Mutual Life in Attleboro, 
Mass., has been appointed agency as- 


sistant-sales promotion at the company’s 
home office. 

_Mr. Jackson will assist Director of 
Sales Promotion Paul E. Eagan in the 
development of sales material, with par- 
ticular emphasis on John Hancock’s 
forthcoming Personal Health Program. 
Upon graduation from University of 
Massachusetts in 1948, Mr. Jackson 
joned John Hancock as a clerk in the 
underwriting department. The following 
year he became an agent at Attleboro, 
and was appointed assistant district 
manager in October, 1954. 





Canada Life Opens Three 
New Western U. S. Branches 


The opening of three new western 
United States branches of Canada Life 
ot Toronto has been announced by T 
H. Gooch, vice president in charge of 
agencies, 

Mr. Gooch, in announcing the new 
branches at Denver, Monterey Park and 
Pasadena, Cal., said that the company’s 
operations had been expanded greatly 
in the United States in recent years and 
that there were now almost 50 branches 
in the United States division of Canada 

ife, 

Walter D. Rosen, well known in Den- 
Ver life insurance circles, has been named 
Manager of the new Denver branch. 

Callahan - Douglas Co. of Monterey 
Park is the new general agency in that 
district for Canada Life, and was for- 
merly associated with the Canada Life 
a brokers prior to the present appoint- 
Ment. 

. Robert D. Coffman, formerly of Wash- 
ington, D. C., has been named district 
Manager of the new Pasadena branch. 
Sed. Gooch added that the company 

“wd continue expanding in the United 

States in the near future. 


HANCOCK NAMES FRAZER 

Bernard L. Frazer has been appointed 
assistant general agent for the north- 
western Illinois territory of the John 
Hancock, with offices at Rockford. A 
graduate of the University of Illinois 
where he received both a B.S. and an 
M.S. degree, Mr. Frazer entered the 
life insurance business in 1949 with the 
Ferrel M. Agency of the John 
Hancock in Chicago. Since July, 1955, 
he has been serving as a part-time field 
supervisor. 


Bean 


MADE ASSISTANT ACTUARY 
Fred DeBartolo has joined the home 
office staff of American United Life as 


assistant secretary. An associate of the 
Society of Actuaries 1954, Mr. 
DeBartolo has 16 years of experience 


since 


in actuarial and underwriting work. A 
native of Chicago, he is a graduate of 
Grinnell College, Iowa, and studied actu- 
arial science at the University of Mani- 
toba. In his new position, he will deal 
primarily with the actuarial aspects of 
reinsurance. 


Connecticut Mutual Has 


Large Sales Increases 


Connecticut Mutual Life reported third 
quarter sales totaling $323 million, up 
$23 million over the same period last 
year. Fifty-five of the 
general agencies throughout the country 


company’s 81 


posted gains for the period, 

New business during the month of 
September was reported $33,660,000, the 
best September in company history. 











A MUTUAL COMPANY ° 


OW.... 


Across the B 
SUBSTANDARD 
A&H COVERAG 


on all regular individual policy forms: 


Accident! 
Health! 

Non-Can! 
Hospital Expense! 
Major Medical! 


Call your nearest Guardian agency for full information, or write 


The GUARDIAN 
Life Insurance Company OF AMERICA 


50 UNION SQUARE, 


oard 


NEW YORK 3, N. Y. 


ESTABLISHED 


1860 
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Chase Manhattan Bank 
V. P. Charge of Insurance 





Pach Bros. 


THOMAS F. GLAVEY 


Thomas F. Glavey has been promoted 
te vice president by Chase Manhattan 
New York. 


the insurance department. 


Bank in He is in charge of 


\ native of Brooklyn, Mr. Glavey 
holds two law degrees from St. John’s 
University (LL.B ’32, LL.M ’34). He was 
York Bar in 1935. 
staff in 1929, Mr. 


insurance 


admitted to the New 
Joining the bank's 
assigned to the 
1940 


the insurance division 


Glavey was 


department in after a number of 


years training in 
of the 
mortgage departments. He was appointed 


trust real estate and bond and 


to the official staff as an assistant cashier 
in 1946 
president in-1951. 


and advanced to assistant vice 


\ frequent lecturer on bank insurance 
topics, Mr. Glavey has also appeared as 
panel chairman of insurance seminars 
and has delivered many talks before vari- 
cus business organizations. He has writ- 
ten several published articles on insur- 
ance. In 1955 Mr. Glavey was elected 
chairman of the Insurance and Protec- 
tive Committee of American Bankers 
\ssociation. He is also a trustee of New 
York State Bankers Disability Benefits 
Insurance Fund, and a member of the 
faculty of the Graduate School of Bank- 
ing at Rutgers University. 


Guardian Sales Campaign 
Honors President McLain 


In the annual October campaign hon- 
oring President James A McLain, the 
field force of Guardian Life of Amer- 
ica submitted close to $28,000,000 in 
lite volume and over $120,000 in A. & H. 
premiums, 

Guardian agencies compete in the 
campaign according to the percentage 
of quota achieved. In life insurance, 
the Robert F. Kuhling Agency, Jack- 
sonville, more than tripled its quota to 


lead all other agencies; A.E.S. Ziel- 
inski Agency, New Brunswick, N. J., 
placed) second, and T. Read Fulton 

\gency, Baltimore, finished third. 

The three leading agencies in acci- 
dent and health submissions were: 
Klmer J. Mune Agency, Miami Beach, 
George <A. Hollywood Agency, Red 


Bank, N. J., and Arthur J. Merin Agen- 
cy, Albany, N. Y. 

Leading fieldmen during McLain 
Month were: Sam Baum, Denver, life 
volume; J. P. Poole, CLU, Atlanta, lives; 
L. A. Neiditz, Hartford, A.&H. pre- 
miums, and H. C. Busbey, Atlanta, 
\. & H. apps. 


Announces New Term Riders 


Occidental Life of California has in- 


troduced a new series of fully conver- 
tible 10 and 15-year additional Term 
riders. The announcement. stated that 
the riders will provide $1,100 of insur- 
ance for each $1,000 during the first 
year, and that they may be issued in 


amounts up to 2%4 times the basic 


policy. 


Denver Group Sales Office 
The 
sales 


Western 


establishment of a new Group 


office in Denver by California- 


Insurance Co. has 


Neil E. 


vice president and superintendent Group 


States Life 


been announced by Simpson, 


Ronald L. Jordan, since 1955. su- 
California-Western 
Fresno Group office, has been appointed 


sales. 


pervisor of Life’s 


supervisor of the new office. 














Always a Fast Seller... 
now it’s one of the 

top insurance buys 

in the industry! 


The ease with which a man “on his way up” can carry our “Graded Premium 
Life” has always made it a highly popular policy. Now the new low cost makes 
it even more appealing ... more saleable . . . to the man who sees a good future 
ahead and who wants adequate, level coverage now at a cost he can handle 
now! For example, at age 30, a $5,000 policy (minimum amount), costs but 
$56.00 the first year — 50% of the ultimate level 6th year premium. Premiums 
thereafter grade up in 5 equal steps! This policy has such great appeal, because 
it is a perfect solution to the specific problems of the young family head with a 
future. See the Berkshire General Agent nearest you for all the interesting 
details on how you can get your share of this lucrative market. 





RKSHIRE 


LIFE INSURANCE CoO. 


PITTSFIELD, MASS. e A MUTUAL COMPANY e 1851 


Life, 





Annuities, Pension Plans and Accident & Sickness 


H. N. Sloane, H. W. Baird to 
Address Brooklyn Branch 


Maurice Blond, Mutual Trust Life, 
educational vice president of the Brook- 


lyn Branch, Life Underwriters’ As- 


sociation of the City of New York. 
Inc., announces that the next meeting 
of the Brooklyn Branch will be held 


November 29 in the Hotel St. George, 
Brooklyn. The program will feature 
Harold N. Sloane, CLU, Life Associates, 
Continental Assurance, and Harold \. 
Baird, CLU, Northwestern Mutual, 

M. Sloane will discuss “How to Make 
a Dollar With the Split Dollar.” The 
Split Dollar idea has been widely dis- 
cussed and utilized during the past year 
and Mr. Sloane’s address will aid life 
underwriters in gaining a clearer insight 
into the technical and sales aspects of 
this important sales plan. He has long 
been interested in this particular type 
of life insurance sale and has made 
many contributions to its present wide- 
spread acceptance. He has held meet- 
ings with the Department of Internal 
Revenue with a view to clarifying many 
of the points currently arising during 
the course of such sales. Mr. Sloane js 
a past president of the Life Under- 
writers’ Association of the City of Ney 
York and a life member of the Mil- 
lion Dollar Round Table. 

Mr. Baird will speak on the many im- 
portant functions of the New York 
State Association of Life Underwriters 
and review the benefits of Association 
membership. He is president of the 
New York State Association of Life 
Underwriters, past president of The Life 
Underwriters’ Association of the City 
of New York and a qualifying member 
of the Million Dollar Round Table. 

There will be no admission charge 
and non-members are invited. 





Made Training Consultant 

Lyford M. Morris has been appointed 
a training consultant for The Pruden- 
tial, it was announced by Edgar M 
Kelly, regional director in the company’s 
western home office. A native of Whit- 
tier, Cal., Mr. Morris attended public 
schools in nearby San Pedro, and gradu- 
ated from the University of California 
at Berkeley. In 1949 he joined Pruden- 
tial as special agent in San Francisco, 
and was promoted to division manager 
there two years later. 

Mr. Morris was named to head _ the 
company’s Whittier agency office when 
it was opened in June, 1954, and_ has 
served there since that time. He has 
completed several advanced professional 
insurance courses leading to a CLU de- 
gree. 

Prior to his association with Pruden- 
tial, Mr. Morris was an investigator for 
the U. S. Treasury Department and 
later managed the World Trade division 
of the Oakland Chamber of Commerce 





Great-West Life Reports 
$379 Million New Business 


Great-West Life has reported record- 
breaking new sales of more than $379 
million for nine months of 1956. The 
third quarter sales period closed strongl) 
with over $50 million of life insurance 
sales in September—a record jor the 
month. 

The company announced that Chicag' 
was the leading branch in year-to-date 
business with over $18,400,000 of new 
sales. The California agency ranked 
second with $16,900,000 and Winnipeg 
was the top Canadian branch with $14- 
500,000. 

Max Seigler, Montreal, was the leading 
agent at the end of September with 
over $1,600,000 to his credit. Other repre- 


sentatives with over one million dollars 
of new sales are H. J. Harris, CLU. 
and P. Dubinsky, Ottawa; C. O. Jen 
nings, California; Harry Beube, CLU: 


Hamilton; H. J. Hopwood, Winnipeg: 
S. Marchand, Quebec, and C. A. Panet, 
Vancouver. 
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seas 
an 


retired general agent 
Mutual Life in 


Harry Gardiner, 
; the John Hancock 


Yew York, and Mrs, Gardiner will sail 
january 8 on the S.S. Leilani for a 17- 
lay cruise through ‘ine Canal Zone to 
Angeles. En route they will stop 
of at Haiti, Jamaica and Acapulco, 
Mexico. The Gardiners will then con- 
nue on to Honolulu where they will 


gend the period from February 12 to 
\pril 1 at the Halekulani Hotel, Wai- 
iki Beach. This will be his first visit 
1» the Pacific Coast and to the Hawai- 
ian Islands 

A romance that originated at the Oc- 
tober annual gathering of American Life 
Convention in Chicago will culminate in 
the wedding in mid-December of Mrs. 
May MacKenzie of Chicago and John 
R. Ward of New York. Mrs. Macken- 
nie is the widow of Robert MacKenzie, 
who was executive vice president of 
\merican Service Bureau and 
the most widely acquainted men in life 
Mrs. MacKenzie has 
insurance friendships 
since his death in 1952. She has a son, 
Keith MacKenzie, who is 
ance agent representing Massachusetts 
Mutual in Evanston, Ill. Mr. Ward is 
assistant vice president of North Ameri- 
‘an Reassurance of New York. He has 
bess with North American Reassurance 
ior the past two years and prior to 
that with Johnson & Higgins. 


one of 


insurance business. 


maintained her 


a life insur- 


When a dozen of the 700 students 
taking insurance courses at New York 
University organized earlier this year 
an honorary insurance society called 
lota Nu Sigma it was reported at the 
dinner where the society was launched 
that there was one other such society 
ina university or college. This turns 
out to be correct as Oklahoma A. & M. 
has an Iota Nu Sigma chapter. 

At a recent meeting of the Oklahoma 
university Iota Nu Sigma, Joe B. Hunt, 
Oklahoma Insurz ance Commissioner, was 
awarded an “Oscar,” given in recognition 
of official activity for the betterment of 
the insuring public and industry. 

After the presentation which was in 
the Commissioner’s office the members 
ot the Iota Nu Sigma and the faculty 
adviser, Hershon Freeman, professor of 
Insurance, visited the Insurance Depart- 
ment to see its wheels go around. Dur- 


W. Thomas Craig, general agent of 
Astna Life and chairman of the Heart 
Fund Steering Committee, at a joint 
meeting of the Life Insurance Managers 


Association of Los Angeles, and the 
Life Insurance Committee of the Los 
Angeles Chamber of Commerce. Mr. 


Hays, a member of the board of direct- 
ors of the Los Angeles County Heart 
Association, has been active in the Com- 
munity Heart program for three years. 

“Mr. Hays has performed a steward- 
ship of service in behalf of the millions 
of sufferers of heart and blood vessel 
diseases,” Mr. Craig said. “Under his 
leadership as chairman of the 1956 Heart 
Fund, Los Angeles County citizens con- 
tributed more than $820,000 toward medi- 
cal research, education and other com- 
munity services aimed at reducing the 
toll of these diseases.” 

Mr. Hays spearheaded the participa- 
tion of Life Underwriters Associations 
in the 1954 neighborhood collection for 
the Heart Fund on Heart Sunday. In 
1955, he was county chairman for the 
Heart Sunday collection, which helped 
the Heart Fund over its goal of $675,000. 


Charles H. Crutchfield, executive vice 
president and general manager, Jeffer- 
son Standard Broadcasting Co., recently 
returned from a _ tour of the Soviet 
Union. He made this trip in company 
with 47 other high-ranking American 
business men. To reporters he said: 


“The USSR is at least 15 years behind 
us and I see no possibility of Russian 
television catching up with TV in the 
United States.” 

Uncle Francis 





Connecticut General Life 


Makes Group Appointments 

Connecticut General Life, Hartford 
announced three appointments in_ its 
Group insurance field organization. 

Steven L. Babits has been named assis- 
tant Group manager of the newly opened 
41st Street branch office in New York 
City. He has been a special Group rep- 
resentative at the company’s Broadway, 


New York City, office. 
3en W. Hunter and Harry B. Moor- 
house, III, have been named Group 


service representatives at the Charlotte, 
N. C. brokerage agency. Mr. Hunter is 
a graduate of Antioch College in Yellow 


Springs, Ohio. Mr. Moorhouse is a 
graduate of the University of Rhode 
Island. 





GEORGE AZAR, JR., DEAD 





INVESTIGATE OUR 
PROPOSAL... LOADED 
WITH MONEY-MAKING 
ADVANTAGES FOR YOU! 


WE ARE 
BUILDING 
IN THESE 
STATES! 
More Competitive 
L.I.C.A. Policies are replete 





with unusual seliing fea- 
tures . . . loaded with ad- 











vantages you can get your 
teeth into — and really 
S-E-L-L! 
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More Merchandising 


We offer a_ hard-hitting, 
sales producing program, 
from “mail to sell’. Every- 
thing furnished to you 
without charge. 





More Advertising 


We help you develop sales 
potential through local 
advertising, direct mail, 
quality-lead programs. 


More Money For You 
s 







This is truly a 
floor” 


“ground 
ERC As 
vigorous program of 
agency building spells 
O-P-P-O-R-T-U-N-I-T-Y¥ for 
you! 


WRITE, WIRE OR PHONE COLLECT situation. 


Paul Reichart, Vice President in Charge of Sales 
Telephone: Olympia 4-2474 


LIFE INSURANCE CO. of AMERICA 


DELAWARE 








WILMINGTON 99, 








Continental Dividends 


Continental 


Beneficial Standard’s 
Annual Western Regional 


Directors of Assurance 


have declared a regular dividend of 


Top ranking agents and officers of 
Beneficial Standard Life departed by air gh enty-hve cents per share and an extra 
liner from Los Angeles, recently for dividend of twenty cents per share pay- 
. é ideas bale ee : able December 31 to shareholders of 
Honolulu, and the company’s annual  ;ecord at the close of business December 
western regional convention. ye 


Other groups left from Seattle, Port- 
land, San Heading the 
delegation are Martin Topper, vice 
dent and director of agenc ies, and Henry 


and Francisco. 


Norfolk Agency Manager 


Virg 


presi- 
inia an- 
Barton 


Life Insurance Co. of 


nounces the 


ing th b 4 Berna ibartie ; _ L. Roth, vice president. J. C. Earle, appointment of W.. Bar 
a the afternoon Professor Freeman George Azar, Jr., general agent of Beneficial Standard executive vice presi- Baldwin as manager of its Norfolk 
and the. students also visited the offices Aetna Life at Scranton, died recently. dent who has a residence in Honolulu, Agency. A native of Norfolk, he was 
ol the Standard Life & Accident. He was 47 years old. i greeted the arriving delegation, along educated at Virginia Military Institute. 
Mr. Azar was appointed head of the with Tom Yamabe, exclusive Beneficial He entered the business in 1936 with 
a company’s Scranton agency last March Standard agent in the Territory of Ha the Norfolk Agency of Provident Mu- 
The Heart and Torch plaque, highest after achieving an outstanding record — waii. tual. His career was interrupted by three 
award for service to the Heart Fund of as one of Aetna Life’s top producers. During the week-long convention years service in World War II, following 
Los Angeles County, has been presented Prior to entering the insurance field, he wents and company representatives con- which he returned to his former con- 
to Rolla R. Hays, Ir., of San Marino, served as personnel director for the fered at the Reef Hotel on current in- nection and was later promoted to agen- 
Seneral agent of New England Mutual American Red Cross and an instructor surance trends and also visited many = cy supervisor. In 1954 he became mana- 
Life. The award was presented by at Keystone Junior College. points of interest in the area. ger in Norfolk for State Mutual. 
ae 
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Northeastern Life 


INSURANCE COMPANY OF NEW YORK 


The Broker’s Company - 





Investigate Northeastern's Whole Life Policy with a Pure Endowment 
payable at Age 65 — original face amount continuing in force. 
Eight flexible options. Especially attractive to prospects under 35. 





HOME OFFICE —110 WILLIAM STREET * NEW YORK 38, N.Y. * WORTH 4-0440 
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NUCLEAR POWERED SHIPS 
Richard P. Godwin, chief of the Mari- 
time Keactor Branch of the Atomic 
Energy Commission in Washington, 


close attention of leading 


held the 


ocean marine executives when he told 


the annual dinner meeting of the Ameri- 
can Institute of Marine Underwriters 
of the United States program to build 
nuclear powered merchant vessels. He 


does not believe the hazards are ex- 


cessive, provided certain safeguards are 


taken, and the benefits will be many. 
While the first nuclear powered mer- 
chant ship will be expensive to build 


and test, and may not be economical to 
operate, Mr. Godwin feels that within a 


few years such vessels will be capable 


of economic, as well as highly efficient 


and speedy operations. 
about, Mr 


components 


This should come Godwin 


believes, because will be 


standardized, thus permitting a sort of 


mass production of these speedy ves- 


sels. As 


expended, will not be 


refueling, which is costly in 


time necessary, 


except at rare intervals, these new ships 


can make round trips in better time 


than present day vessels. All of which 
will add to 
trade. As the 


on a vessel will require less space 


further development of 
reactor 


than 


foreign nuclear 


present day oil burning engines and oil- 


carrying space, there will be room for 
additional cargo, adding to a_ ship’s 
revenues. 

The marine underwriters are watch- 


ing this experimental program of the 


Government with keen interest so that 


they can keep abreast of such changes 


in underwriting practices and rating as 


may be required when such nuclear 


powered ships are on the high seas 


While the nuclear 


not burn conventional oil, it 
that the 


powered ship will 
is expected 
these 


first of ships will be 


super-tankers to carry oil for use on 


land. As _ the 


because of the 


need for super-tankers 


grows, ever-increasing 


world demands for oil and because 


troubles at Suez make the long 
Good 


the future, the 


may 
feasible in 
finds it 


Cape of Hope more 


Government 


essential that this new program be car- 


ried on as quickly as advanced tech- 


nology permits. 


HEMISPHERIC STUDENT 
EXCHANGE 


One of the interesting features of the 


Hemispheric Insurance Conference be- 
ing held this week in Buenos 


recommendation 


Aires is 


consideration of the 
adopted at the Hemispheric Conference 
of 1948 for an interexchange of insur- 
students 
establishment 
of scholarships for the The 
United States delegation is reporting at 
Aires Conference its belief 


ance employes and among 


American countries and 


purpose. 


the Buenos 
that the time 
Conference 
ues of such a program and such general 


is now opportune for the 
to consider the specific val- 


principles as would facilitate its early 
initiation, 
One of best achievements of the 


Hemispheric Insurance Conference is 


the closer personal relationships devel- 
oped between leaders of the insurance 
industry on this side of the ocean. Says 
the report on the exchange program 


given in Buenos Aires: 

While this personal 
in itself remarkable it would be far 
more satisfactory if we could take the 
next logical step and develop the same 
relationships between those able, prom- 
ising young men in our industry who 
will eventually be leaders. There is 
no question that the proposed exchange 
of students would contribute to this end, 
and if the candidates for scholarship 
are carefully chosen and the program 


relationship is 


itself is carefully organized it would 
seem to be a foregone conclusion that 
each successive year would see better 


and more qualified candidates competing 


for the honor of these scholarships. 
: It is our feeling that while we 
would contribute no more employe- 


students than the other countries, we 
would be prepared to accept up to 10 
trainees for studv in the U.S. at the 
beginning, the selection to be made on 
a rigid competitive basis, not only as 
regards technical ability and knowledge 
of the language, but also that the suc- 
cessful candidates should be representa- 
tives abroad of the finest young men in 
their industry. 








A, EB. GILBERT 


A. E. Gilbert, executive vice presi- 
dent of American International Under- 
writers. Corp., is attending the Hemi- 


spheric Insurance Conference in Buenos 


Aires, Argentina, November 19-26. Fol- 
lowing the Conference, Mr. Gilbert will 
visit Montevideo, Uruguay; Sao Paulo 


Janeiro, Brazil; Santiago 
Lima, Peru; and Caracas, 


and Rio de 
de Chile and 
Venezuela. 





CLAYTON B. 


WENTWORTH 


Clayton B. Wentworth was elected 
assistant vice president of the Insurance 
Co. of North America by the board of 
directors at its November meeting. He 
was promoted from financial secretary, 
a position he held since 1954. He joined 
the investment department of the North 
America Companies in 1945 and was 
elected assistant secretary in 1952. He 
previously held a position in the invest- 
ment department of the New England 
Mutual Life from 1930 to 1945. 


x » * 
James P. Graham, Jr. Aetna Life 
general agent at Baltimore, has been 


appointed to the national committee on 
the finance committee of the National 
Association of Life Underwriters. The 
appointment, announced through NALU 
headquarters, was made by A. Jack 
Nussbaum, NALU president. 








Fabian Bachrach 
L. DOUGLAS MEREDITH 


L. Douglas Meredith, executive vic 
president of National Life of Vermont 
has been elected president of the Ne 
England Council, a group of leaders ir 
New England affairs. He has long bee 
active in the Council most recently ser 
ing as vice president and member of th 
executive committee. Former Commi- 
sioner of Banking and Insurance, pro- 
fessor at University of Vermont, lecturer 
for American Institute of erg: = Mr. 
Meredith is an authority in the field « 
mortgage lending and is head of his com 
pany’s investment committee. Graduat 
of Syracuse University from which ! 
also holds a master’s degree, he has 2 
Ph.D. from Yale. 


JARVIS CROMWELL 


Jarvis Cromwell has been elected a 6 
rector of Continental Insurance Co. 
member of America Fore Insurance 


Group. Also, he is a director of Niagat 
Fire of this group. Mr. Cromwell 
president of Iselin-Jefferson Financ 


Co., Inc., and vice president of Iselin 
Jefferson Co., Inc. Among his director 
ates are those in Church Life Insuranc 
Co, Dan River Mills, Inc. Unite 
States Testing Co., Inc., Mohasco Indu 

tries, Inc., Directory of Directors Co, an 
he is a trustee of the Hanover Bank 
Also. he is vice president of New Yor 
Board of Trade and of St. Luke’s Hos- 
pital, New York, and is a trustee 
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Expect Leggett Appointment 
Governor-elect James T. Blair of Mis- 
souri, a Democrat, is expected to retain 
C. Lawrence Leggett as Superintendent 


of the Missouri Insurance Division. 
Leggett, also a Democrat, has been 
Superintendent of Insurance for Mis- 


souri since November 25, 1949, and has 
the respect and confidence of the public, 
the insurance companies and the insur- 
ance agents and brokers of the state. 
Generally he is regarded as perhaps the 
best qualified man to ever head the In- 
surance Division. Prior to his appoint- 
ment to the superintendency he had 
served in other important posts not only 
in the Insurance Division but other 
branches of Missouri’s government, so 
essentially he was named on a sort of 
civil service basis. In addition to his 
fine qualifications as a public official he 
is believed to be personally acceptable 
to Mr. Blair. 

Over the river in Illinois, the reelec- 
tion of Governor Stratton is regarded 
as “public approval of the Governor's 
administration including the operations 
of the Insurance Department at Spring- 
field and in Chicago.” 


ek % 
Manton Views Before Hemispheric 
Conference 
Two papers by E. A. G. Manton, presi- 
dent, American International Under- 
writers Corp. were presented by the 
U. S. Delegation to the Sixth Hemi- 


spheric Insurance Conference being held 
in Buenos Aires this week. Mr. Manton 
was unable to be present and the papers 
were read by A. E. Gilbert, executive 
vice president, American International 
Underwriters, before the fire insurance 
discussion group and were the subject 
ot a panel discussion after delivery by 
Mr. Gilbert. 

On the topic of “Service in Fire In- 
surance,” Mr. Manton called fire insur- 
ance a competitive industry, but a com- 


petitive industry with a difference. “In 
almost any given area all first line com- 
Panies provide precisely the same pro- 


tectio mat precisely the same cost,” he 
said. “Where the charge made for the 
product is the same by all insurers and 
the product itself equally standardized, 
the only ethically valid competitive weap- 
on available is ‘service.’ ” 

Explaining “service” he said it is a 
comtortable word meaning much or little, 
a word and a concept which has long 
been abused by those who have some- 
thing to sell. It is held in cynically scant 
respect by those who buy, he said. 
“Properly, it should mean that the pros- 
pect 1s encouraged to deal with one in- 
Surer or broker or agent, rather than 
another because the one giving ‘service’ 
will invariably provide intelligent atten- 
tion to the requirements of his customer 
and a willingness to put out time and 
effort and thought to meet them,” he 
continued. “It means that this obligation 
will not cease with the issue of the 
Policy and the collection of the premium, 
but will continue during the life of the 
policy. It means that because of all this, 
he will become the trusted adviser and 











confident of the client in all matters 
concerning insurance. 

“Generally speaking, the larger risks— 
the big industrial concerns, the large 
mercantile accounts, do not lack from 
agents and brokers the careful attention 
to their insurance requirements which 
their importance demands. They re- 
quire ‘service’ and they get it; their 
business is avidly sought after—they buy 
coverages as they buy goods and services 
of every other kind with a businesslike 
view towards proven quality and the 
willingness and ability of the supplier 
to stand behind his product.” 

In Mr. Manton’s opinion the “ ‘bread 
and butter’ business in fire insurance 
field lies with the ‘simple risks.’ These 
are the dwellings, the office buildings, the 
smaller mercantile risks, the non-hazard- 
ous storage risks, all those risks which 
generally speaking, are individually not 
large but which also are not subject to 
manufacturing hazards. Here are found 
more stable rates, less exposure to catas- 
trophe, and an incomparably lower ratio 
of losses to premiums. 

“The point is not that the major risks 
do not warrant the best of service. It 
is that the same brand of service should 
be made available to clients in the sim- 
ple risk category, and that all too fre- 
quently it is not,” he said. 

“The immediate objection to this state- 
ment is that service is expensive, and 
that the small premiums individually 
derived from simple risk business make 
adequate service an uneconomic proposi- 
tion for the intermediary. The answer 
to that is three-fold. In the first place, 
simple risk business does not involve the 
complexities which characterize the fire 
business of major industry and com- 
merce. In the second place, the cost of 
service to simple risks should not be 
evaluated against simple risk income 
but, together with all other service costs, 
against the entire fire income of which 
the simple risk section is the most stable 
and the most profitable part. In the 
third place, the simple risk client of 
today may be the industrial client of 
tomorrow. 

“The seller of a simple risk policy has 
an obligation to explain to his insured 
exactly what his policy will do when a 
loss occurs. The agent cannot attempt 
an appraisal of property, but should 
point out the basis of loss settlement on 
fixed property and the method of ap- 
plication of whatever coinsurance or 
average clauses are permitted. No agent 
claiming to give service will accept as 
the sum insured the price for which the 
dwelling house was purchased without 
inquiring as to what was the cost of the 
land under and around it, and removing 
that item from the zone of discussion. 
He would, moreover, check for coverage 
required on and in outbuildings, an item 
which is too often overlooked. 

“As a function of service it should be 
the obligation of the agent to do more 
for the simple risk insured than merely 
to renew his policy at expiry, either by 
renewal receipt or new form, and send 
it to the insured with a bill for the 
premium.” 


Concluding his paper on “Service” Mr. 


Manton said: 

“Let it be remembered that simple risk 
business is comparatively easy and in- 
expensive to acquire. It is much more 
readily protected against competition. 
The lines, moreover, are individually 
small and the loss, therefore, of one 
account, if unwelcome, is no catastrophe 
and does not threaten the portfolio. It 
is good, solid, profit-making business, and 
as such demands eager and friendly and 
intelligent servicing. Our ‘bread and 
butter’ business should receive, as do 
the more glamorous items in the fire 
portfolio, nothing less than ‘cakes and 
ale’ service, in the comparative, if not 
the strictly literal, sense. We may not 
as a matter of enlightened self-interest, 
provide less.” 

Another address of Mr. Manton was 
on the underwriting of catastrophe perils. 
“Of the perils against which insurance 
is commonly written in the general for- 
eign field,” he said, “those with evident 
catastrophe potential are fire, riot and 
civil commotion, earthquake and wind- 
storm. The last three are now sold more 
extensively than ever before, whence 
some consideration of the underwriting 
aspects of these coverages may well be 
in order. 

“Taking first the basic peril, which is 
fire, we can take some hope from the 
fact that the ancient enemy—conflagra- 
tion—is being slowly but steadily beaten 
down. The hazard of conflagration, 
however, is an evil for which the remedy 
is obvious, and the remedy is being ap- 
plied now as_ never before. Steps are 
being taken all over the world in this era 
of rapid economic and sociological devel 
opment. Coincidentally, immense strides 
have been made in the techniques of fire 
detection and prevention, in the planning 
of communities, in the safeguarding 
against fire of hazardous industrial 
processes, and in effective handling of 
the fires which still, inevitably, occur. 

“Tt is when we come to consider the 
extraneous hazards that we find our- 
selves wrestling with imponderables. The 
existence of certain physical conditions 
tells us clearly of the danger of spread- 
ing fire. There is no such guide to in- 
struct us as to the potential of damace 
to property, wheresoever situated, bv 
riot and civil commotion, by windstorm 
or by earthquake. These are, indeed, 
different breed of cat, but they do have 
one aspect in common. It is that all 
three, to a greater or lesser extent, rep- 
resent a selection in favor of the insured 
and against the insurer, since public 
demand for these coverages is evident 
only where —and when-—these hazards 
are particularly to be feared. 

“The nature of riots and civil commo- 
tions is not a static thing. It was thought 
at one time that there was «a measure 
of protection to the underwriter in the 
case of riot covers on large and isolated 
industrial risks, in that the rioters would 
not willingly destroy the source of their 
livelihood. This theory has lost some 
of its former authority. 

“Less than half a century ago riots 
and civil commotions were for the most 
part ill-organized, local and spontaneous 
demonstrations. Nowadays outbreaks and 
public disturbances within the purview 
of standard riot coverages tend increas- 
ingly to show evidence of careful plan- 
ning, good organization and_ effective 
execution, as witness the Colombia riots 
of 1948 and those in Cairo in 1952. Add- 
ed to the fact that riots today are better 
organized and more destructive of prop- 


erty, one must consider that the insured 
values exposed to this hazard are far 
greater now than ever before. 


“The underwriter endeavoring to evalu- 
ate his loss potential for risk in any 
city in the world at this time faces the 
problem that he cannot guess if or where 
or when or from what cause or causes 
the public peace may be disturbed, or 
what form it will take, or when or if 
the disturbance will constitute a riot (a 
term which is enormously difficult of 
exact definition in languages and usages 
other than English) which is an insur- 


able hazard or a revolt, revolution, or 
insurrection which generally is not in- 
surable. There is some help, however, 


from accumulated experience, which indi- 
cates that at least as much damage is 


hoodlums and scoundrels on 
but not personally con- 
‘causus belli,’ as by those 
driven to violent protest by real or 
imagined injustice. These rascals of the 
periphery are those who loot and steal 
and destroy and the type of risk or prop- 
erty most attractive to them—liquor, and 
food, and jewelry stores are cases in 
point. 

“Nowadays, coverage against riot and 
civil commotion is widely written. The 
cost is nominal in periods in which the 
peril does not actively threaten. 

“Concerning earthquake, one of the 
most destructive and unpredictable of 
natural phenomena, remarkably little is 
known. The science of seismology has 
developed for us some knowledge of 
what earthquakes are and what may 
cause them but it is safe to say that no 
reliable means of predicting the inci- 
dence of earthquakes has yet been de- 
veloped. 

“We face the f 


done by 
the fringe of, 
cerned in the 


fact that for all practical 
purposes there are few valid statistics 
of earthquake incidence or severity to 
guide the underwriter, and those which 
exist are suspect both because they 
necessarily lack definition and depth, 
and because it is impossible to project 
the damage done centuries ago against 
the enormous changes in building con- 
struction and shifts in population cen- 
ters which have since come about. 
“Modern reinforced concrete buildings 
usually withstand earthquake stresses 
satisfactorily, while brick buildings crum- 
ble readily. Frame buildings grade fair, 
but consideration of these brings us to 
the hazard of ‘fire following earthquake’ 
to which such structures, and areas ex- 
posed by them, are particularly subject. 
“What has been said about earth- 
quake shock applies equally to the hazard 
of fire following earthquake; although 
it must be assumed that fire following 
earthquake may damage areas which the 


earthquake shock itself has harmed 
slightly or not at all. 
“Windstorm, which term is intended 


to include all such atmosphere phenom- 


ena, is probably the best known and 
the most widely sold extraneous cover 
with catastrophic potential. For wind- 


storm we find ourselves with considerably 
more statistical background useful to 
the underwriter than is the case with 
either riot or civil commotion or earth- 
quake. Nevertheless, our reliable statis- 
tics on windstorm are subject to some 
qualification because of changes in con- 
struction, and in centers of population, 
and also because they are of too recent 
vintage to reflect aa may or may not 
be cyclical changes in atmospheric phe- 
nomena. An example is the recent ten- 
dency for hurricanes of Caribbean origin 
to visit the coastal states of the Amer- 
ican northeast, and it is interesting 
further to note that the question whether 
or not this is a cyclical change with 
hurricanes eventually to revert to their 
original paths, or whether it represents 
a more or less permanent change from 
causes which are non-cyclical in origin, 
is still open. There is, however, a bright- 
er side to the picture. There is an 
awareness on the part of the people all 
over the world of the destructive nature 
of windstorms, and much study has re- 
sulted in the building of structures which 
are designed to withstand wind velocity 
up to 120 miles an hour. The _ public 
fear of windstorms and demand _ for 
warning of their coming has led to 
an enormous improvement in windstorm 
warning systems whereby the danger to 
life in these windstorms is minimized, 
and whereby precious time can be pro- 
vided to put properties into the best 
possible condition to withstand the com- 
ing stresses. 

“The study of the catastrophe perils 
is the study largely of technological 
advances against brute natural forces in 
the cases of fire, earthquake, and wind- 
storm. Insured values are increasing. 
The demand for these catastrophe covers 
is widening. It is not surprising that 
adequate reinsurance protection for ca- 
tastrophe covers and continual review of 
company underwriting policies for ca- 
tastrophe hazards are today matters of 
the first importance to property damage 
underwriters all over the world.” 









































































Proposals to Weaken or Strengthen 
Zanger Decision Made to N. Y. Dept. 


Attempts are going to be made in 1957 
to revise the New York State Insurance 
Law with respect to the accountability 
of the insurance broker for premium 
funds collected by him and the status 
of unearned premiums held by defunct 
insurers. This was brought out at the 
preliminary hearings conducted by the 
New York Insurance Department last 
week in New York on suggested legisla- 
tion. Deputy Insurance Superintendents 
Arthur F. Lamanda and Robert J. Ma- 
lang presided. Numerous representatives 
of company, agent and broker organi- 
zations attended and spoke. Mr. Malang 
said there will be further hearings on 
Zanger case proposals early in 1957, 

Under the New York law at present, 
as generally understood, a ‘broker is 
liable to an insurer for the full premium 
collected from a policyholder, as in this 
instance he is legally the representative 
of the insurer and not the assured. In 
event the broker fails to remit the pre- 
mium the insurer cannot cancel the pol- 
icy for non-payment. The famous Zanger 
decision in the New York Court of Ap- 
peals a few years ago, involving the Pre- 
ferred Accident, held that with respect to 
a company in liquidation a broker is 
liable to the liquidator for only the 
earned portion of the premium in_ his 
possession, and the unearned balance can 
be used for buying new coverage or re- 
turned to the now unprotected client. 


Proposal to Nullify Zanger Decision 


Several proposals were discussed at the 
hearings last week. One, backed by the 
Liquidation Bureau of the New York 
Department, would admittedly aim to 
nullify the Zanger decision by amending 
Section 121 of the Insurance Law so that 
a broker shall be accountable to the in- 
surer for premiums collected by him, any 
installment thereof, or additional pre- 
mium received by him. This would affect 
companies in liquidation, 

Another proposal, to amend Section 
125 was that in the event of liquidation 
proceedings any insurance agent or 
broker shall only pay to the liquidator 
the earned premium on the policy and 
apply the balance of any premium col- 
lected by him to replace the coverage in 
another company for the unexpired term 
of the old policy. 

Both these proposals met strong oppo- 
sition from producers. 


New York Agents’ Suggestion 


The New York State Association of 
Insurance Agents holds that the Zanger 
decision is only a partial answer to the 
question of coverage for assureds of a 
Senpeny in liquidation. The agents sug- 
gest restoration of Section 23 of the laws 
of 1892, Chapter 690, with the exception 
of the substitution of the word “shall” 
for “may.” This section was repealed in 
1932. The section proposed by the agents 
follows: 

“The receiver of any domestic insur- 
ance corporation shall reinsure, upon the 
written consent of the Superintendent of 
Insurance and the Attorney General, all 
the policy obligations of the corporation 
in any solvent corporation authorized to 
do business in this State, if the assets 
of the corporation of which he is re- 
ceiver are sufficient to effect such re- 
insurance. If such assets are insufficient 
for that purpose, the receiver, upon the 


like consent, shall reinsure a percentage 
of each policy obligation of such cor- 
poration outstanding to the extent that 





its assets may be sufficient for that pur- 
pose. No contract of re-insurance shall 
be entered into by the receiver except 
in the pursuance of an order of the 
court in which the receiver was appointed 
directing the re-insurance and establish- 
ing the general form of the contract for 
the same.” 

“In a solvent insurance company the 
unearned premium reserve is carried as 
a liability and we_ believe,” say the 
agents, “that the Insurance Department 
of New York would not permit any 
company to so impair its assets that said 
unearned premium reserve would not be 
available for such re-insurance purpose. 
We have reason to believe that such a 
section in the law would be acceptable 
to the insurance companies and we, 
therefore, recommend that this solution 
be considered by the Insurance Depart- 
ment and by the Joint Legislative Com- 
mittee on Insurance.” 

Brokers’ Trust Fund Proposal 

The Greater New York Insurance Bro- 
kers’ Association offered a proposal 
which it said would take care of the 
policyholder whose premiums were al- 
ready paid over to a carrier which be- 
comes insolvent. This association sug- 
gests the following new language in Sec- 
tion 74: 

“Such unearned premium shall be kept 
separate and distinct from all other funds 
and shall at all times be deemed trust 
funds for the benefit and security of the 
policyholder and the insurer shall at all 
times maintain a record sufficient to 
identify the assets of such fund. In the 
event of liquidation, the Superintendent 
of Insurance shall be authorized to use 
these funds to purchase similar replace- 
ment insurance in solvent companies for 
the policyholders affected. During the 
period that such funds are held as un- 
earned premium reserves they may be 
invested in the same manner and _ sub- 
ject to the same restriction as fund of 
life insurance corporations as provided 
tor by the insurance law.” 


Liquidation Bureau Attacks 
Zanger Ruling 


Severe attacks on the Zanger decision 
were made by Alfred Bennett, special 
counsel in the Liquidation Bureau of the 
New York Department and by Irvin 
Waldman of the same bureau. They hold 
the Zanger case bad law, claiming it 
discriminates against policyholders who 
pay their premiums in advance in full 
and gives preference to one class of 
creditors of a defunct insurer, those 
whose premiums came late into the 
hands of brokers, but not remitted to 
the insurer. 

Mr. Waldman believes that the Zanger 
case has weakened the protection of all 
policyholders who have paid premiums 
to brokers. He contends that decision 
can be read as saying premiums in bro- 
kers hands now, for going companies, are 
not the 4 property of those companies, and 
hence an insurer could cancel a policy if 
the broker did not remit. This interpre- 
tation was vigorously denied by Alex 
Goldberger and other brokers’ spokes- 
men, who hold there is no question of a 
broker’s full liability to his insurer if 
the latter is not in liquidation. 


Unauthorized Insurers 


Another proposal warmly debated was 
that dealing with placing business with 
non-admitted insurers, A suggestion was 
made to amend Section 122 as follows: 


(Continued on Page 23) 





Glens Falls Merger 
Plans Are Approved 


CORPORATE CHANGES OUTLINED 
Written Prstinns for Nine Months 
Up 6.4% and Investment Income 
8%; Underwriting Loss Shown 





At a special meeting of the stock- 
holders of the Glens Falls Insurance Co. 
held in its home office on November 16, 
it was announced that 86.7% of the 
650,000 outstanding shares were voted 
in favor of the proposed program of 
corporate changes without a dissenting 
vote, 

This favorable action will, subject to 
the final approval of the Insurance De- 
partment of the State of New York, 
permit the issuance of 650,000 additional 
shares of capital stock of the Glens Falls 
Insurance Co., the merging of the Com- 
merce Insurance Co., and the Glens 
Falls Indemnity Co, with the Glens Falls 
Insurance Co., and. the liquidation of 
the Glens Falls Corporation whose 
premium financing operations will be 
taken over by the newly-formed Glen- 
way Corporation, a wholly-owned sub- 
sidiary. 

Stockholders of record, as of Decem- 
ber 31, 1956, of the Glens Falls will 
receive one share of the newly-issued 
stock of that company for each share 
now held. This will be in exchange for 
their beneficial interest in the Glens 
Falls Corporation. 


Premiums, Income, Losses Increase 


At the regular quarterly meeting of 
directors, G. D, Mead, president of the 
Glens Falls Group, reported that written 
premiuns scored an advance of 64% 
over the nine months’ figures of 1955 
and that income from investments 
showed an increase of nearly 8%. 

Written premiums for the first nine 
months of 1956 amounted to $58,446,374. 
The loss from underwriting amounted 
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to $3,644,434 after increasing the un- 
earned premium reserve by $3,639,343. 

Income from investments totaled 
$2,372,478. After allowing for the pay- 
ment of stockholders’ dividends of $975, 
QOO, the consolidated capital funds were 
$47,080,988, on September 30, compared 
with $50,176,026 on December 31, 1955, 

Consolidated operating results of the 
Glens Falls Companies for the first nine 
months of 1956 produced a total net 
loss of $1,365,810. These 1956 results 
show no adjustment for recovery on 
prior years’ Federal income tax pay- 
ments because of a net loss “carry- 
back.” The trend of increases in claims 
and losses is apparently general through- 
out the fire and casualty insurance in- 
dustry. 

The directors of the Glens Falls ap- 
proved payment of the usual quarterly 
dividend of 50c a share paayble on 
January 2, to stockholders of record 
December 14. 


“NORBRIT GUARDS” MEET 

The New York contingent of the 
“Norbrit Guards,” 25-year service or- 
ganization of the North British Group, 
held its twelfth annual dinner at the 
Essex House, New York City, on No- 
vember 15, with President Harry G. 
Thomas presiding. 
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America Fore Group Receives U.S. _ 


Defense Department Citation 








Representatives of all branches of the armed forces were present when the 
Department of Defense Reserve Award was presented to the America Fore Insur- 


ance Group. Left to right are: 


John H. Fanning, Office of Domestic Programs, Office of the Secretary of 
Defense, and chairman of the awards committee, Washington, D. C.; Rear Admiral 
R. C. Perkins, District Commandant, Third Coast Guard District, N. Y.; Major 
General Roger J. Browne, Commander Ist Air Force, Mitchell AFB, N. Y.; Frank 
A. Christensen, chairman of the boards and chief executive officer of the America 
Fore Insurance Group; Rear Admiral Milton E. Miles, USN, Commandant of the 
Third Naval District, New York, who made the presentation; Colonel W. F. Lantz, 
Commanding Officer, Marine Barracks, U. S. Naval Receiving Station, Brooklyn; 
Colonel Walter D. McCahan, Chief of Staff, New York Military District. 


Secretary of Defense Charles Wilson 
has issued the Department of Defense 
Reserve Award to the America Fore In- 
surance Group for rendering “outstand- 
ing cooperation” to reservists and re- 
serve activities of the armed _ forces. 
The award, which consists of a pennant 
and citation certificate, was presented 


to America Fore Chairman of the 
Boards and Chief Executive Officer 


Frank A. Christensen during ceremonies 
at the home office, 80 Maiden Lane, 
New York City. 

Rear Admiral M. E. Miles, 
commandant of the Third Naval District, 


USN;« 


made the presentation in the name of 
the Secretary of Defense. High-rank- 
ing military officials representing all 
branches of the armed forces including 
the Coast Guard were present. 
Recommendation for the award was 
submitted by Rear Admiral Edward C. 
Holden, Jr., USNR, president of United 
States P. & I. Agency and vice president 
of the Marine Office of America. The 
America Fore Group’s uniform policy 
of granting military leave to all em- 
ployes for the performance of required 
active duty for training was included in 
Admiral Holden’s recommendation, 





NAIA AD CAMPAIGN PLANS 
Agents Asked If They Would Con- 


tribute Part of Commission Income 
for Program on National Scale 


Members of the National Association 
of Insurance Agents are being asked to 
indicate whether they would be willing 
to contribute a small portion of their 





commission income, not to exceed % of 
1%, to a national advertising program 


devoted to promoting the local inde- 
pendent agent. 
Alan H. Miller, Hackensack, N. J., 


chairman of the NAJA advertising com- 
mittee, makes an earnest plea along 
these lines to those agents who answer 
“Yes” to the query “Are You Interested 
In Preserving Your Agency?” Members 
are urged to indicate to the New York 
juarters of the association how 
they would feel about contributing to 
such a national campaign using news- 
Papers, radio, TV, and other suitable 
advertising media. 





DONOVAN MARINE MANAGER 
Miles F. York, president of the At- 
‘antic Mutual and the Centennial, an- 
hounces appointment of James H. Don- 
ovan as marine manager of the Houston 
olice which is under the supervision 
ot David A. Floreen. Mr. Donovan, who 
'S experienced in all phases of marine 
Work, has been associated with another 
Insurance company in the Houston area 
lor ten years. 


New York Hearing 


‘continued from Page 22 
Cont 1 f P 22) 


“(a) Continue its temporary provisions 
to November 1, 1959; 

“(b) Permit the Superintendent of In- 
surance, after consultation with insurers 
licensed to write the types of insurance 
in this state specified in this section and 
licensees under this section, to approve 
a plan to set up an advisory board on 
excess lines. All insurance lines sought 
to be placed under this section shall be 
required to be submitted to this board 
and no excess line shall be placed prior 
to the time the affidavit covering the 
insurance has been approved by the 
board. Affidavits must be filed with the 
Superintendent within 30 days after they 
have been approved by the advisory 
board. All decisions of the advisory 
board may be appealed to the Super- 
intendent of Insurance.” 

Raymond Berry, general counsel of 
the National Board of Fire Underwriters, 
gave qualified support to these suggested 
changes. George Sullivan opposed the 
affidavit requirement. George Ort, for 
the Insurance Brokers Association of 
New York, said the present law is still 
needed and requested further extension 
as proposed in Part “a”. He believes “b” 
is cumbersome and said needs of the 
public are of primary interest. Hence 
the Department should not tie up the 
public because of admitted abuses on the 
part of some producers in placing in- 
surance with non-admitted carriers. 





Dawson Pearl Special in 


Eastern Pennsylvania 
Companies of the Pearl-American 
Group, the Pearl Assurance and the 
Monarch Insurance Co. of Ohio an- 
nounce appointment of A. J. Dawson 
as special agent for eastern Pennsyl- 
vania. Mr. Dawson entered insurance 
in 1948 with the Fireman’s Insurance 
Co. and joined the Pearl-American 
Group in 1951 as examiner in the Mid- 
dle Department territory. His head- 
cierters are in Middletown. 


Fire Losses Up 38% 

Estimated fire losses inthe United 
States during October amounted to 
$81,121,000, the National Board of Fire 
Underwriters has reported. According to 
Lewis A. Vincent, NBFU’s general man- 
ager, this loss represents an increase of 
15.7% over losses of $70,118,000 reported 
for September and an increase of 38% 
over losses of $58,778,000 reported for 
October, 1955. Losses for the first ten 
1956 now total $812,324,000 
of 11.7% over 1955. 
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The case of the 
BROILED watches ! |: 


In West Germany, a watchman sniffed the damp night air fi 
suspiciously, broke into a run, shouting “Hilfe! Hilfe!” — = 
and turned in the fire alarm. ead 


Too late. Only a “fireproof” safe survived, holding almost 
a million dollars’ worth of fine watches. 

The American owners frantically called their insurance 
company, American International Underwriters. An AIU 
adjuster arrived while the ashes were still smoldering. 

When they finally managed to open the massive door, they 
found the watches — half-melted! They’d been broiled. 

It took months to determine the exact amount of the 
damage. In the meantime, the firm might have suffered a 
paralyzing business catastrophe. It was averted by AIU’s 
paying over $900,000 immediately — all but a small part of 


Such practical service is typical of AIU throughout the 
world. It can help you profit from today’s opportunity in 
foreign coverage and “competition-proof’” your domestic 


AIU policies are written in broad American terms. Infor- 
mation required is the same kind as for domestic risks. 
Claims are paid in the same currency as the premiums — 
including U. S. dollars where local law permits. i 

You don’t have to be an expert to handle foreign risks. 
Take them to AIU — and AIU is your expert. For full infor- 
mation and literature, write to Dept. F of the AIU office 
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Agents Appear on Garroway Program; 


Guests of North America Companies 


Six independent local insurance agents 
and their wives visited New York City 
last weekend as guests of the Insurance 
Company of North America Companies 
and appeared on Dave Garroway’s NBC 


Thompson, Charles F, Thompson Insur- 
ance, Stockton, Calif.; and Mr. and Mrs. 
Dorsey Kinnamon, Kinnamon,Taylor- 
Dawes, Wilmington, Del. 

Leading local agents from three states 





President Diemand Greets Agents’ Selection Committee 





A. Diemand (right), 


John 


six winners of North America’s 


president of Insurance Company of North 


“Thanks, 
Committee members were (from left to right): 


America 
Companies, greets local agents from three states and their wives who selected the 


Dave” promotion. 


« . . 
Howard German of 


Howard N. 





German & Co., Inc., Easton, Md.; Mrs. German; Mrs. Robert E. Synnestvedt and 

Mr. Synnestvedt of Robert E. Synnestvedt & Co., Jenkintown, Pa.; Deane Merrill, 

CPCU, of Toms, Merrill & Co., South Orange, N. J.; and Mrs. Merrill. 

morning television program from New — and their wives who made the random 

York on Friday, November 10. selection were Mr. and Mrs. Deane 
A committee of prominent local insur- Merrill, Toms, Merrill & Co., South 

ance agents convened on November 9, Orange, N. J.; Mr. and Mrs. Robert E. 


at the home office of the North America 
Companies in Philadelphia to select six 
of their fellow agents to appear on the 
Garroway program. Selection was made 
at random among several thousands of 
independent insurance agencies in all 
parts of the country who participated 
with the North America in a recent pro- 
motion program to modernize insurance 
protection for home owners and _ ten- 
ants. 
Those 
thanked 


appear on T\ 
Dave Garroway on behalf. of 
insurance men throughout the United 
States for the job he is doing to make 
the public more aware of the important 
role played by agents in the community. 
This national television appearance on 
one of America’s favorite programs with 
its audience of millions presents an- 
other fine opportunity for agents to 
spotlight the independent and personal 
character of their insurance 

Agents who made the 
York with their wives were: Mr. and 
Mrs. F. Roberf Vance, Badger Insur- 
ance Agency, Louisville, Ky.; Mr. and 
Mrs. John A. Dudley, Dudley Insurance 
Agency, Battle Creek, Mich.:; Mr. and 
Mrs. John Russell, Cooper-Ackerman- 
Sampson, Binghamton, N. Y.; Mr. and 
Mrs. Walter Scott, Foster-Barker Co. 
Omaha, Neb.; Mr. and Mrs. Charles F. 


chosen to 


services. 


trip to New 


Synnestvedt, Robert E. Synnestvedt & 
Co., Jenkintown, Pa.; and Mr. and Mrs. 
Howard German, Howard N. German & 
Co., Inc., Easton, Md. 

In addition to an appearance on 
Garroway program, the New 
weekend included breakfast with 
Garroway and a tour of NBC 


the 
York 
Dave 
facilities 


Multiple Line Concept 
Aids Local Producers 


FULL COVER AT 7" LOWER RATE 


Battles, Head of NAIA, Sees Single Rate 
and Broad Cover Giving Agent 
Advantage of Competitors 


As the insurance industry proceeds 
with development of the multiple line 
era, a new philosophy of rating—the con- 
cept of the single rate—must be learned 
and understood, said President Robert E. 
Battles of the National Association of 
Insurance Agents when addressing the 
Kentucky Association at Louisville last 
week. The savings in work and elimina- 
tion of duplicate effort to be realized 
through single ratings are too obvious to 
require demonstration, he stressed. How- 
ever, he conceded, the very propriety of 
the single rate is by no means agreed 
upon as yet, although it seems inevitable 
in the development of insurance. 

Mr. Battles held that the concept of 
true account underwriting and the com- 
prehension of many hazards in one con- 
tract is the ideal answer to the public’s 
requirement, 

Helps Independent Agent 

“If this is indeed our future, as I be- 
lieve it to be,” he said, “there can be no 
question but what the professional inde- 
pendent agent has an incomparably more 


brilliant prospect before him than the 
captive salesman for a_ specialty com- 
pany! How to get out of the defensive 


rut and resume aggressive sales leader- 
ship? I sincerely believe that intelligent 
vision applied to multiple line all risk 
underwriting is the star to which we 
can safely hitch our wagon. 

“The heart and soul of multiple line 
underwriting is the opportunity to in- 
ciude in a single policy many formerly 
isolated coverages and perils,” said Mr. 
Battles. “This means the eventual uni- 
versal use of all risk insuring clauses 
subject to reasonable exclusions in place 
of the backward method we have used 
for over a century 

“All of this means that we are rapidly 
freeing ourselves from the mechi nical 
necessity of devoting our principal con- 
sideration to perils and permitting our- 
selves to address attention to the subject 
of insurance as a primary consideration. 


Assured Wants Full Protection 

“Tf vou will think just a 
am sure that you can recall 
stances when you have 
friends or clients say that this or that 
thing is insured,” said Mr. Battles. “You 
must have noted that neither their words 
nor their method of speaking indicated 
that they thought for a minute anything 
at all about any particular peril against 


moment, I 
many in- 
heard your 





ending with luncheon in the famous 
Rainbow Room atop the RCA building. 
Agents and their wives were treated to 
“The Most Happy Fella,” one of Broad- 
way’s musical plays. They also visited 
the United Nations Building and at- 
tended dinner meetings at well known 
restaurants, 
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which they were protected. 

“No, their point of view was that they 
had insurance to protect that piece of 
property, regardless of what happened 
to it. I suggest, therefore, that multiple 
line underwriting and its twin brother, 
all risk insurance, now permit us to de- 
velop. coverages which are very much 
like what the insured thought he had all 
the time. 

“Assuming that we develop this con- 
cept of insurance to the maximum of our 
intelligence and imagination, what other 
benefits may we expect of it. We have 
seen how we could consolidate our de- 
partments, associations, bureaus, etc., for 
a tremendous expense saving. 

“This, coupled with the fact that such 

. philosophy leads us to the issuance of 
one policy instead of many, is often given 
as the reason for being able to deliver 
the combined product at a price less than 
obtains under separate policies, Actually, 
although these facts are important, there 
is another reason which contributes a 
far greater saving in the ultimate price 
of this policy to the insured. 

“This stems from the fact that our 
insureds’ property can only suffer one 
total loss. Such a total loss would almost 
invariably be caused by one peril, thus 
removing the possibility for another loss 
from other perils. This is oversimplifying 

. bit and does not completely cover the 
case. 

Less Possibilities 


“You can well imagine that out of one 


hundred insureds, one might have an 
auto liability loss, another one or two a 
comprehensive liability loss and still an- 


other a workmen’s compensation loss. 
Rare, indeed, is the single policyholder 
who in the same policy year will run 
over a pedestrian, clobber a caddie on 
the golf course, have his dog bite the 
postman, and discover his gardener had 
broken his lez on a defective ladder. 
This inherent characteristic of the ulti- 
mate in multiple line underwriting will 
contribute tremendously to the reduc tion 
of total insurance costs for the well in- 
sured buyer. 

“An example of another feature lead- 
ing to lower costs is found in the Mer- 
cantile Block Policy. I, for one, would 
readily concede that our burglary manual 
is probably absolutely accurate when ap- 
plied to the policyholder who vividly sees 
around him the threat of a burglary loss 
and who then proceeds to buy the pre- 
cise amount of insurance, which will in 
all probability represent what he is going 
to lose. 

“IT suggest, however, that a drastically 
lower rate and one entirely unrelated to 
this risk would have to be assigned to 
the burglary portion of a policy sold to 
all insured without adverse selection, and 
in an amount approximating full insur- 
ance to value.” 
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BI PANEL IN HARTFORD 





Ryan, Winchester and Hunter Discuss 
Business Interruption Forms and 
Losses Before Insurance Board 


3ysiness Interruption insurance was 
The Open Door Policy” 


“er 


described as 
ata meeting of the Insurance Board of 
Hartford on November 13. The descrip- 
fon was given by John F. Ryan, New 
York, president of the Young Adjust- 
ment Corp. of N : i : 

He participated in a special panel on 
the subject with Philip M. Winchester, 
vice president of Allied Adjusters, Inc., 
and W. Hugh Hunter, superintendent 
of time element coverages for the 
\merica Fore Group, both of New York 
City. All three are specialists in this 
form of insurance. 

In calling Business Interruption in- 
surance “The Open Door Policy,” Mr. 
Ryan pointed out that it maintains the 
continuance of income to a_ business 
“even though the doors have been closed 
hy a fire or other insured casualty.” 
“Mr. Winchester discussed procedures 
after the occurrence of a loss, and 
pointed out various means of reducing 
the period of interruption and safe- 
euarding the good will position of the 
business. He also gave several examples 
of effective savings, both to the insured 
and the underwriters, by the employ- 
ment of expediting methods. 

Mr. Hunter illustrated methods of 
selecting the proper form and amount 
of insurance to fit a client’s needs, ana- 
lyzing the detailed experience of a com- 
pany to show its exact Business Inter- 
ruption insurance requirements. 


Merrill and Norman 
Specials for Hartford 


Appointments of R. David Merrill as 

special agent for the Hartford Fire in 
the northeastern Wisconsin territory, 
and Raymond M. Norman as_ special 
agent in southern Wisconsin are an- 
nounced. 

Mr. Merrill, who joined the Hartford 
Fire's Western department staff at 
Chicago in 1949, has held field assign- 
ments in Indiana, West Virginia and 
Kentucky. Mr. Merrill, whose office is 
at Appleton, Wis., succeeds Urban M. 
Forester, Jr., who resigned. 

Mr. Norman has held various under- 
Writing positions in the Chicago office 
since he joined the company in March, 
194, following his graduation from the 
University of Illinois School of Business 
Administration. He will be associated 
with Special Agent J. C. Borth at Mil- 
waukee. 


Complete Texas Surplus 
Assn. at Dec. 6 Meeting 


Formal organization of the Texas 
Surplus Lines Association, Inc., which 
has the blessing of the Board of In- 
surance Commissioners, will be com- 
] . . 
pleted at a meeting in Dallas, December 
6, it has been announced by B. P. Rus- 
sell of Floyd West & Co., general agen- 
‘y, temporary president. Membership 
will he restricted to firms and persons 
‘teensed under Article 21.38 of the Texas 
code. 
_ The key objective is tg provide sound 
insurance markets within the state for 
coverages “not procurable, after diligent 
cHorts, from admitted carriers,” thereby 
seeking to keep such excess and surplus 
Anes “at h me.” 

Other leading offices in the prelimi- 
hary planning are Cravens, Dargan & 
\0 and Langham, Langston & Burnett, 
voth of Houston, and Southwest Under- 
‘titers of Dallas, which is headed by 
Kenneth | 
Indemnity, 


sevan, state agent for Pacific 





RICH NAMED INSPECTOR 

. Vharles R. Rich, recently appointed 
"Spector by the North British Group, 
wcceeding James B. Cooper, now state 
pep at Kansas City, is located at 
Klahoma City. 
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Nathanson President 
Greater N. Y. Brokers 


AN EXPERT ON LEGISLATION 


Greif, Goldstein, Dimson Vice Presi- 
dents; Epstein Recording Secretary, 
and Loebel Treasurer 


Mortimer L. Nathanson, a_ leading 
figure in producer association affairs in 
New York for over a quarter of a cen- 
tury, has been elected president of the 
Greater New York Insurance Brokers’ 
Association. He succeeds Matthew Na- 
pear, who completed his term in office 
without relinquishing any of his duties 
despite the fact that he suffered a seri- 
ous illness last September. 

Elected by the board of directors to 
serve with Mr. Nathanson are David 
Greif, Lawrence M. Goldstein and Sam- 
uel Dimson, vice presidents; Jac Ep- 
stein, recording secretary, and Maurice 
Loebel, treasurer. In accordance with 
the association’s by-laws, Mr. Napear 
automatically becomes chairman of the 
board of directors. 

The directors also announced that its 
nominating committee had proposed 11 
new directors to be elected by the gen- 
eral membership at the association’s 
annual meeting to be held on December 
11, at 7:30 p.m., at the Hotel Martinique, 
Thirty-third Street and Broadway, New 
York City. Nominated to fill vacancies 
on the board caused by resignations are 
the following: for one year—Lawrence 
Schott and Walter Grasheim; for two 
years—Max Rakofsky and Leonard S. 
Friedman. Nominated as full term di- 
rectors to serve until 1959 are David D. 
Greif, Lawrence Goldstein, Samuel Dim- 
son, Al Seligman, Irwin F. Labadorf, 
Edward Jaffin and Marshall Rubenstein. 


Nathanson Career 


Mr. Nathanson, the new president, 
has been an insurance broker since 1916, 
and formed the firm he now heads, M. 
L. Nathanson & Co., in 1921. The Dbro- 
kerage firm is located at 44 Court Street, 
3rooklyn. 

President of the Brooklyn Insurance 
3rokers Association in 1929 and 192°. 
Mr. Nathanson devoted most of his 
later activities to legislative work on be- 
half of the brokers. For several years 
he served as official insurance adviser 
to the New York State Joint Legislative 
Committee Investigating Automobile 
Insurance and Safety. This committee 
operated in the mid 1930’s and was 
headed by State Senator Julius S. Berg. 

Mr. Nathanson continued his legisla- 
tive activities up until last year serving 
as chairman of the Greater New York 
Insurance Brokers’ legislative commit- 
tee. He served in a similar capacity for 
the Brooklyn Insurance Brokers Asso- 
ciation and for the Brokers Associa- 
tions’ Joint Council, for many years. 

David D. Greif, will be serving his 
second term as vice president. He has 
also been chairman of the association’s 
by-laws and constitution committee. 

Mr. Goldstein will also be serving his 
second term as vice president. He has 
served as chairman of the association’s 
fire insurance committee. 

Mr. Dimson is a general insurance 
broker with offices at 131 East 17th 
Street, New York. A graduate of City 
College with a B.B.A., he also holds a 
law degree earned at Brooklyn Law 
School. 

The new recording secretary, Mr. 
Epstein, has been in insurance since 
1930. At present he is associated with 
his son William H. in a brokerage firm 
at 45 John Street, New York. Mr. En- 
stein is a graduate of State College for 
Teachers where he earned a BS. He 
attended New York Law School for two 
years prior to enlisting for service in 
the U.S. Navy during World War I. 

Maurice Loebel, a general insurance 
broker with offices at 39 Broadway, is 
serving his second term as treasurer of 
the association. A resident of Merrick, 
L. I., he and his wife are active in 
community and charitable organizations 
there. 
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Bradford Smith Talk 


(Continued from Page 1) 


which he views as outdated and out- 
moded by current trends in the Ameri- 
can buying philosophy. 

“I believe in a great future for the 
business system of which I am a part,” 
Mr. Smith told his CPCU audience. 
“The company I represent believes that 
the American Agency System will grow 
and flourish. We intend to help it do 
so. But we are concerned over how 
long it is going to take independent 
agents and their companies to wake up 
and attack the problem of safeguarding 
their future leadership. 

“We know that the problem cannot be 
solved unilaterally by the companies on 
the one hand and the agents on the 
other. In fact, one of the things that 
has got us into this situation is the 
success of a system of merchandising 
insurance that does not have the prob 
lems of unilateral action by either pro- 
ducers or underwriters since both are 
under a single control. 

“Now let there be no inference that 
these remarks constitute a suggestion 
that the agency stock companies adopt 
this other system, for such is not the 
case. On the contrary, I believe that 
there is greater strength in an inde 
pendent agency system just as there is 
ultimate strength in an independent 
people. 

“Independence breeds ability, knowl- 
edge and resourcefulness, and if these 
forces are ever joined on a broad front 
by independent agents and the com- 
panies they represent, we will have 
no worry about our competitive position 
in the future. That is why we believe 
in a great future for the American 
Agency System and the companies who 
will support it with deeds rather than 
words,” stressed Mr. Smith. 


Failures in Joint Action 


“We know what needs to be done to 
improve our competitive position. The 
problem is how to get something done 
about them. Progress so far has been 
largely in a unilateral direction. In fact, 
only two proposals for a joint investiga- 
tion have come to our attention, and the 
first one was limited to a single kind of 
business. It failed when the agents 
withdrew their support because they 
were dissatisfied with the way it was 
being conducted. 

“The second never got beyond the 
suggestion stage possibly because it 
eliminated from discussion three basic 
operating factors —commissions, direct 
billing, and continuous policies—which, 
jointly considered, may contain an im 
portant part of the solution to our 
difficulties. 

“So far, companies and agents have 
been unable to get together and it raises 
the question of how long it will take 
them to recognize the fact that their 
two principal points of weakness—pric- 
ing and merchandising—cannot be over- 
come unilaterally. Pricing does not in- 
volve the company alone. All who have 
a share in the premium dollar are fac- 
tors in the price of insurance, starting 
with the policyholder and going on 
through the agent, the company, the 
reinsurer, the regulatory officials, and 
last but by no means least, the stock- 
holder. 

“Likewise, merchandising must be 
considered jointly by both agent and 
company since on the one hand _ the 
vent knows the public requirement, and 
on the other, the company must pro- 
vide the insurance to satisfy it. Sooner 
or later agents and companies will come 
to the realization that arm’s length deal- 
ing will not serve them well. 

Scientific Inquiry Needed 

“What is needed is a truly scientific 
inquiry that contemplates the whole 
agency stock company business system. 
To be successful, it would have to be 
conducted at the highest level and by 
minds unfettered by the traditional 
taboos which have heretofore stood in 
the way of such an investigation. 

“This raises the question of what can 


be done to clear away this road block. 
Underneath it all is a fear on the part 
of the agent that consideration of cer- 
tain suggestions may lead to action in- 
volving him in a loss of his independ- 
ence and control of his business, plus a 
reduction in his income. On the other 
hand companies are diffident about 
sponsoring consideration of these points 
for fear of incurring the displeasure of 
agents. 

“This brings us to the suggestion that 
the time has come when leaders in the 
agency and company ranks should set 
about devising a set of principles which 


would provide both agents and compa- 
nies with the protection they would look 
for preparatory to an unrestricted, 
entific inquiry into the problems affect- 
ing the whole business . j 
there must be a workable formula which 
fears—even 
engendered 
mentioned 


would 
which 
delicate ; 
Smith observed. 

“T would like to say that despite the 
fact that there may be but a slim chance 
this desirable approach will come 
the important thing is to 
that this does not mean that all 
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MR. LOCAL AGENT 


Are you getting your share of the potential profits in 


writing personal property under Inland Marine? The 


insuring public is showing an ever-growing interest in 
this single-policy, all-risk protection. PLM has just 


produced a business-getting folder on Inland Marine. 
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Better send for a sample copy. You may want to put 


it to work for you. It’s yours free. 


Pennsylvania Lumbermens 
Mutual Insurance Company 


PLM Building @ Philadelphia 7, Pa. 
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is lost. Action now 1s possible for those 
who are enterprising enough to make 
independent decisions and carry them 
out regardless of the pressures and road 
blocks which may be thrown in their 
way by the advocates of uniformity at 
all costs. 

“Independent action may be difficy} 
but the rewards are commensurately 
great and fortunately the right to inde- 
pendent action is inherent in the law 
Indeed, it is a part of our national 
philosophy of free enterprise. 

“Direct-writers have capitalized op 
their opportunities to cut expenses and 
are not losing any time in making se 
of the rapidly mounting developments jn 
the electronic field. Some have meshed 
and mechanized the problems of policy 
issuance, billing, rating, statistics and 
accounts to a high degree, all of whic 
have a direct bearing on the expens, 
factors in the premium dollar. Unfor- 
tunately the traditionally more comple; 
operating methods of agency stock com- 
panies have prevented them from mak- 
ing the same rapid strides in this area 

Decline in Insurance Stock Prices 

“There is another very important 
group with a vital interest in the pre- 
mium dollar from whom we have not 
heard very much,” continued Mr. Smit! 
“T have reference to the stockholders 
of the agency stock companies. Wit! 
this in mind, IT asked an_ investment 
analyst to give me some data on what 
the public thinks of our business. Hi 
wrote me that Standard and Poor’s In- 
dexes covering 16 fire insurance stocks, 
eight casualty stocks and 400 industria! 
stocks up to September 19, 1956, showed 
that when using December 31, 1954, as ; 
base, industrials have risen about 34% 
while fire stocks have decined 6% ani 
casualty stocks have declined 3%. 

“His comment was that the price ac- 
tion of the fire insurance and casu- 
alty insurance stocks is due to a grow- 
ing lack of confidence in the industry 
by the investing public. He commente! 
further that while the recent action is 
probably due to the very unfavorabl 
underwriting records now being shown, 
another important factor is the questior 
in the minds of many investors as t 
whether the poor underwriting perforn- 
ance is merely a temporary phenomeno 
or whether some part of the unsatisfac- 
tory results is due to new competitive 
conditions which make recovery to pre- 
vious favorable levels less likely thar 
would be suggested by the historical 
pattern. , 

“To further substantiate his charge o! 
a lack of confidence on the part of the 
public in fire and casualty stocks, he 
produced figures for six important fir 
and casualty insurance stocks showing 
the relation between their market price 
and their liquidating value. These fig: 
ures showed that as of December 31, 
1954, the six stocks were selling at an 
average price of 94% of their so-called 
liquidating value. As of September 19, 
1956, however, their average price had 
fallen to 67% of liquidating value. While 
the sample given is relatively small, hi 
felt that it could be fairly said that 1 
is representative of the stock agenc} 
companies.” 


New NAIA Insignia Made 


Available to Companies 


In answer to the request from man} 
companies and in an effort to s timulate 
an extended industry-wide promotion © 
the local agent, the National Associati(! 
of Insurance Agents is making ve 
the $1,500 award winning insignia c 
taining the slogan “Your Inde} penden 
Insurance Agent Serves You First.” 
is being provided generally to t 
stock companies which do __ busine 
through and support the America’ 
Agency System. ‘ 

NATA President Robert E. Battle: 
Los Angeles, announced that this sagt 
sion was made by the administration, 
concurrence with the new NAIA adver 
tising committee. Chairman of the lat- 
ter committee, Alan H. Miller, Hacker: 
sack, N. J., has already been in touc' 
with many company leaders. 
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Nuclear Age In Merchant Shipping 
Will Progress Swiftly Says Godwin 


Chairman, Maritime Reactor Branch, Atomic Energy Com- 
mission, Tells Marine Institute of the Plans and Progress in 
Applying Nuclear Power to Shipping; First Ship Planned 


Nuclear powered ships will not be 


appreciably more hazardous than con- 
ventionally fueled ships in the opinion 
of the Maritime Reactor Branch of the 
Atomic Energy Commission. While it is 
true that a new hazard has been intro- 
duced into commercial shipping, namely 
radiation, it need not be an insurmount- 
able difficulty if ships are designed and 
crews trained to meet this problem, 
stated Richard P. Godwin, chief, Mari- 
time Reactor Branch, AEC, when ad- 
dressing the 58th anniversary dinner of 
the American Institute of Marine Un- 
the Waldorf-Astoria on 


derwriters at 
November 15. 
After outlining the present develop- 
ments in building nuclear powered ves- 
sels Mr. Godwin stated with respect to 


the future: 


Favorable Competition in Five Years 
“We are living in a period during 
which we will watch possibly a slow but 
certainly a steady decline in the costs of 
nuclear power. It is my belief that in 
about five years nuclear propulsion will 
favorably compete from an economic 
standpoint with fossil fuel power plants 
in new ships which it is proposed to 
operate at high speeds over long runs. 
This would involve large tankers from 
the very outset. As the costs of nuclear 
propulsion drop, and they will, smaller 
tankers, bulk cargo carriers, and large 
cargo ships will gravitate toward nuclear 
power. 

“Fairly large economies of scale are 
evident in the reactor business as it has 
been developed thus far. The relative 
cost of nuclear propulsion therefore will 
be higher where small plants are used. 
For this reason I do not feel that we 
can predict the time when the smaller 
vessels employed in inland or coastal 
shipping can profitably employ nuclear 
power, 

“All indications point to the fact that 
Wwe stand on the threshold of the nuclear 
age in merchant shipping. I am con- 
vinced that progress from here on out 
ex be swift and most probably drama- 
ic, 

Barker Presides at Dinner 


About 350 leading figures in the marine 

Msurance world attended the annual 
banquet. President Owen E. Barker, who 
is also president of Appleton & Cox, 
Inc, presided and introduced the guests 
of honor who included Clarence G. 
Morse, U. S, Maritime Administrator, 
who spoke briefly; Leslie Le Haefner, 
Vice president of the Fireman’s Fund; 
Rear Admiral H. T. Jewell of the U. S| 
ast Guard; Rear Admiral Gordon 
McLintock of the U. S. Maritime Serv- 
“~~ Rear Admirals H. C. Perkins and 
H. C. Shepheard (retired) of the Coast 
Guard, and several heads of marine and 
shipping organizations. 


American Market Potential 


Mr. Barker, in his opening remarks, 
emphasized the dynamic potential of the 
_merican ocean marine insurance mar- 
et, and said that the industry had 


maintained its strength and its identity 
during recent evolutionary changes in the 
insurance industry. Among the achieve- 
ments of the market, Mr. Barker men- 
tioned its increz ising interest and partici- 
pation in interne utional insurance affairs, 
its increasing share in the insurance of 
foreign-flag hull lines and the growing 
efficiency and economy of operation of 
the various market organizations. 

In particular, Mr. Barker praised the 
forward-looking attitude of the industry 
as evidenced not only by the interest 
shown by younger underwriters in con- 
tinuing their studies in the more tech- 
nical aspects of their field, but, also, and 
primarily, the active realization by the 
market as a whole of its responsibility 
to improve the effectiveness of Ameri- 
can marine insurance, for the benefit of 
ship and cargo owners. 

Mr. Haefner was especially honored 
because he is mé irking his 50th anniver- 
sary in marine insurance and is retiring 
shortly from the Fireman’s Fund. He 
came to the dinner from San Francisco, 
had served in the New York office a few 
years ago and is highly popular. 

Due to the wide interest in the Ameri- 
can nuclear merchant ship program, Mr. 
Godwin’s address is presented herewith 
practically in full: 

“Economic propulsive power is. still 
some years away but in our fast moving 
world we have found that five or ten 
years is practically tomorrow. In fact 
technological accomplishments have come 
at such a rate in recent years that we 
are more often than not economically 
unprepared to accept them. 


Why U.S. Is Interested in Nuclear Ships 


“A question arises at the outset. Why 
should the United States undertake a 
program to build nuclear propelled com- 
mercial ships? There are several rea- 


sons. Some concern national security. A 
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nuclear propelled maritime fleet would 
not be dependent on foreign fuel sources. 
It would also help to conserve our 
dwindling supplies of fossil fuels. 

“A major reason for this country’s 
interest is our belief that maritime ship 
propulsion is one of the most econom- 
ically promising applications of nuclear 
energy. 

“The problem of achieving low cost 
energy from nuclear reactors is con- 
fronting us in our development of sta- 
tionary land reactors. We are finding it 
difficult to meet at the outset the com- 
petition offered by our supplies of cheap 
fossil fuels and by the efficiency of 
modern power plants. In shipboard ap- 
plications, however, nuclear reactors give 
promise of becoming economic as soon 
if not somewhat sooner than in domestic 
stationary land plants in the interme- 
diate range. 

“There are several reasons for this. 
To begin with, nuclear propulsion plants 
are likely to be more compact than con- 
ventional plants. Also, space will not be 
required to store fuel. These space sav- 
ings can be converted into pay load. 


Higher Sustained Speed of Ships 


“It is expected that nuclear ships will 
be able to achieve higher sustained 
speeds over longer runs than conven- 
tionally powered ships, factors which 
will add to gross income. Since refueling 
will not be required, moreover, nuclear 
ships will require less time for turn- 
around in port, further adding to their 
earnings efficiency. Factors such as 
these are believed to have a total effect 
more than offsetting what might at first 
be relatively higher fuel costs for nu- 
clear-propelled ships as compared with 
ships using conventional fuels. 

“Tt is not considered, moreover, that 
higher fuel costs need be the rule for 
long. Much progress is being made in 
the development of reactors for land- 
based central station power plants. A 
large part of this technology is trans- 
ferable to maritime applications. Also, 
it is to be expected that in the next 
several years a number of new concepts 
of specific application to maritime pro- 
pulsion will have been proven out. 

“Additional cost cutting factors which 











may be expected to take effect in the 
years just ahead include the elimination 
of security costs as reactors are built 
more and more on an unclassified basis, 
and the saving which may result from 
bringing to bear on reactor work tlie 
cost cutting incentives of private indus- 
try. Also, marine plants can _ probably 
be built in existing shipyards already 
well equipped with facilities and per- 
sonnel. 


Merchant and Naval Programs Differ 


“Another question which might arise 
is why there is need for a separate mari- 
time nuclear propulsion program in view 
of the fact that so much work has al- 
ready been done on nuclear propulsion 
for naval vessels. There is no doubt that 
much of the information accumulated in 
the naval reactors program will be ex- 
ceedingly useful. It is also true, however, 
that the needs and major emphasis of 
a merchant ship program differ consid- 
erably from those which govern a naval 
program. 

“For example, the adaption of nuclear 
energy to naval vessels is a matter of 
national defense and possibly national 
survival itself. In the areas of merchant 
shipping the acceptance of nuclear power 
will be determined by economics. Thus, 
it is not necessary for commercial ships 
to have the maneuverability or ability to 
meet military emergencies which are re- 
quired in naval vessels. On the other 
hand, the maritime program will stress 
cost reduction to a far greater degree 
than would be prudent in military pro 
grams. 

“These, then, are some of the consid- 
erations which lie behind the interest of 
this country in a program to develop 
nuclear propelled maritime vessels. What 
are we doing about it? 


Initial Short Range Program 


“The United States’ nuclear merchant 
ship program is going forward along 
two major avenues. The first is a short 
range program aimed at learning some 
of the rudimentary technical and eco- 
nomic facts of life about nuclear ves 
sels by actually building one or more 
of them. The second is a nuclear power 
plant development program to be car- 
ried out over a number of years which 
aims at achieving commercially competi- 
tive propulsive power for merchant 
ships. 

“It will be noted that the first pro- 
gram is not primarily concerned with 
costs, while cost factors are a major 
consideration in the second one. 

“The Maritime Administration of the 
Department of Commerce and _ the 
Atomic E nergy Commission are working 
together in the performance of this 
work, A joint group has been formed 
composed of personnel from each agency 
who will be responsible for the conduct 
of the program. It is our belief that the 
joint group approach will result in the 
earliest development of competence in 
the nuclear ship field.” 


(To Be Concluded) 


CPF IN MORE STATES 
The new Commercial Property Floater 
is now applicable in several more states, 
says the Inland Marine Insurance Bu- 
reau. These include Massachusetts, 
New Hampshire, Rhode Island, Ver- 
mont, Tennessee and Georgia. 


BYRON E. TURNBULL DIES 

3yron E. Turnbull, 81, a former mem- 
ber of the Turnbull Insurance Agency, 
Utica, N. Y., died November 4. 
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Rule and Rate Changes si hor" [sea 
In Burglary and Glass Mercantile Open Stock Theft Rule 


aii The “merc antile open stock theft in- 

BECAME EFFECTIVE NOV. 21 surance” rule is amended to provide 
Revision Made in Bank Burglary and 7 i ical and. manufacturing. risks 
Bank Robbery Rates; Glass “Policy f dante Nditi he ; ; 427 

or an additional premium of 40% of the 

Period” Rule Amended gross open stock burglary premium in 

lieu of the 75% additional premium that 

: hanges | in burglary insurance and has been applicable. Effective with this 
glass insurance manual rules and rates change the mercantile open stock theft 
were announced November 20 by the coverage for all classes of risks is to be 


National Bureau of Casualty Under- subject. to a $50 deductible provision, 

writers on behalf, of its member and which may be increased in accordance 

subscriber companies. with the “deductible insurance” rule in 
The burglary insurance manu al the general rules section. 

changes are effective in all states except In the miscellaneous section the rule 


North Carolina, and the glass manual pertaining to the writing of the store- 
keepers burglary and robbery policy is 
amended so that $1,000 is the maximum 
" : amount of insurance that may be writ- 

Simultaneous with the announcement — ten under this policy. The rate schedule 
by the National Bureau of manual rule in the “cash registers and cash draw- 
and rate changes for burglary and glass — ers” rule is amended to delete the mini- 
insurance, the Mutual Insurance Rating mum premiums requirement and thus 
Bureau announced a similar revision for permit the writing of this coverage in 








Mutual Bureau’s Revision 


the two lines, effective November 21 smaller amounts of insurance to meet 
except in Texas where the effective date the needs of the small storekeeper who 
will be December 19. The bureau ad may never keep as much as $100 in a 
vised its member companies that the  ¢ash register or cash drawer. The 
new program has been filed in all states “tires, tubes and other property in 
in which the bureau functions for bur-  Jocked containers” rule is newly in- 
glary and glass insurance. cluded to provide the coverage outlined ; 





companies have often been requested to 
amend the storekeepers burglary and 
robbery policy to provide this coverage. 





changes are effective in all states. 


Changes in both manuals are effective ae 
also in the District of Columbia, Alaska, Glass Manual Revisions 
Hawaii and Puerto Rico. The effective In the glass manual the “policy pe- 
date was November 21 except that it is riod” rule is amended to permit the 
December 1 in Hawaii and December 19 writing of the comprehensive — glass 
in Texas. policy for a term of not more than 
Many of the changes in the burglary three years in lieu of one year. How- 
insurance manual pertain to the broad ever, this change is not effective for 
form storekeepers policy, a new pack- New York State at this time. 
age contract designed to afford broad- All territorial pages in the glass man- 
ened coverage for small mercantile busi- ual are amended by substituting terri- 
nesses, which was announced last torial “multipliers” for territorial “dif- 
month ferentials” to simplify the rating of glass 
Berelery Mennel Changes insurance by eliminating one step in the 
computation of premium. For example, 
In the residence section of the bur- a former territorial “differential” of 15% 


glary manual, the “policy period-term is now expressed as a multiplier of .85. 
premium” rule is amended to permit Likewise a former territorial “differen- 
issuance of the broad form personal tial” of plus 15% is now expressed as a 
theft endorsement attached to a fire multiplier of 1.15, 


policy for a term of five years on the The “specific” rule for use of the resi- 
same basis as a personal theft en- dence glass endorsement is amended to 
dorsement. indicate clearly that this endorsement 

Bank burglary and bank robbery in- — should be used with the comprehensive 
surance rates are revised. In order to glass policy when residence glass insur- 
effect a single countrywide rate terri- ance is to be afforded on a specific basis 
tories 2 and 3 are reassigned to terri- under such a policy. 


tory 1. “Securit,” a tempered three-eighths 
The rules in the several sections of inch thick glass containing a muralex 
the manual providing for a discount if pattern on both sides which makes it 
the insured has a holdup alarm and pro- translucent, and “spandrelite,” a tem- 
tection system approved by Under-  pered glass used for spandrel s on “glass- 
writers Laboratories, Inc., are amended clad” structures, are newly added to the 
to indicate clearly that the discount is directory of glass. 
applicable to a “semiautomatic” but not - a2 
“manual operated” system. LT. COL. E. G. HANSON SUCCUMBS 
In the open stock section the “dam- Lt. Col. Edwin Gerald Hanson, a 
age by vandalism or malicious mischief” director of United States Fidelity & 
rule is revised to include such damage Guaranty Co., and the Fidelity Insur- 
to the premises. The charge for pro- ance Co. of Canada, died in Montreal. 





WW. W. GREENE. Ine. 


REINSURANCE Advisers ACTUARIAL 


and Intermediaries Consultants 


110 FULTON STREET - - NEW YORK 38 
WoOrth 2-4327 











F. B. Tuttle Keynoter 


see page 14 for 
in volume purchase 
of life insurance. 


Diversified Program Presented in Which 
Trends and Outlook for Aatinahiie DAVID A. CARR AGENCY, Ine. 


and Workmen’s Comp. Were Presented 


250 ATTEND N. Y. GATHERING 











The annual Casualty and Automotive Nat’! Fire Directors Reject 
Underwriting Conference, jointly s 
{ ; , jointly spon- Th M 

| Ms. ree Motions by Ge 
sored by the Mutual Insurance Advisory y Ge engras 
ice , Directors of the National Fire oj 
Association and the Mutual Insurance Hartford at their board meeting Mon. 
Rating sureau, was successfully staged day, November 19, stood pat on their 
at Hotel New Yorker, New York, on recommendation that stockholders ac- 


November 14-16. The conference at- cept the 14 to 1 share exchange offer 
tracted more than 250 company under- made by the Continental Casualty Co 
Writers. for their shares. In so doing the Na- 


#. _B. Tuttle, chairman of the board _ tional’s directors voted down three reso- 
of directors, Atlantic Mutual, delivered lutions, offered by E. Clayton Gengras 
the keynote address on “Trends in In- — of Hartford, largest individual  stock- 
surance Since the War.” After a dis- holder, which were aimed at ending the 
cussion of the basic underwriting trends negotiations. Mr. Gengras is sole mem- 
which affect all business, Mr. Tuttle ber of the board to oppose the exchange 
said: His motions, which got no support, 

“It seems likely that we have before were (1) that a full accountant’s report 
us a period during which we will see the on the claim that National Fire’s re- 
sae of our business increasing even serves should be increased by $1,500,000, 
to the point where we may find difficulty be submitted to the board and that the 
in the actual mechanical handling of this board’s prior action in increasing re- 
business, and at the same time, a period serves be reconsidered; (2) that the 
of difficult underwriting. It also follows president be instructed to request Con- 
that insofar as these factors are con- tinental Casualty to withdraw its re- 
cerned it would be the part of wisdom duced exchange offer and to announce 
to hold insurance rates at adequate such action no later than 12 noon 
levels in order that the insurers may November 23; (3) that unless Conti- 


acquire financial sinews sufficient to sup- nental Casualty shall announce on or 
port the burdens which increasing vol- before 12 noon November 23 that its 
ume will place upon them.” reduced offer of exchange is withdrawn, 
. the recommendation of the board adopted 

Repercussion i : z : pir ge 

P s of Inflation on September 5 be rescinded and with- 


With reference to trends specifically drawn; also that National’s president be 
applicable to the insurance business, directed to notify stockholders and Con- 


factors of population growth, produc-  tinental Casualty of such action by let- 
tivity or technological progress, and ter mailed November 23 and _ release 
price inflation were discussed. Mr, Tut- contents thereof to the press. 


tle suggested that from the standpoint = 
of underwriting, an adverse factor could 


be detected in the repercussions of in- sented by E. E. Isaacs, vice president, 
flation in the insurance business. Atlantic Mutual. A. L. Dow, assistant 

A diversified program was presented vice president, Liberty Mutual, sum 
at the conference, including addresses marized current trends in workmen's 
by recognized leaders in the mutual compensation business, and a discussiot 





property and casualty insurance fields. of automation in the insurance business 
\mong them were J. P. Craugh, execu- was presented by G. D. Viste, researc! 
tive vice president, Utica Mutual, who director, Employers Mutual Liability. 

dealt with several phases of “The Un- kK. J. Jones, ‘assistant secretary, and 
insured Motorist Problem,” and A, L.  N. S. Cornell, chief underwriter, bot! 
Papenfuss, vice president, Emplovers of the Mutual Insurance Rating Bureau. 
Mutual Liability, whose topic was “At- delivered papers on “Current Mutual 
tomic Energy Insurance Developments.” Bureau Activities” and on the “Mutual 

A guest speaker from outside the in- Bureau Manual Program.” 

surance industry was Fletcher N. Platt, General chairman of the conferencé 
manager of the traffic safety and high- was G. W. Greathouse, vice president, 
Way improvement department of the Texas Employers Insurance Association 
Ford Motor Co. Against the background Much of the balance of the conferenc 


of today’s crowded highways and was dedicated to open forum sessions 
mounting traffic accidents, Mr. Platt’s where panels of specialists were plie 





address on “Automobile Passenger Safe- with questions from the floor. Ther 
ty’ was well received. were lively discussions two separate 
The new “Family Automobile Policv” sessions of this type dealing with auto- 
was the subject of an address by C. E. mobile liability and physical damage in- 
Gilbert, II, assistant counsel, Liberty surance, one of which was devoted 
Mutual, and a discussion of problems private passenger cars while the other 
related to “Automobile Death and Dis- was chiefly concerned with garage, com: 





. sister Ds ~ sd ROR ee . 
ability Benefits Coverage’ was pre- mercial and fleet automobile ri 
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Standardized Analyses Hampered Due 
To Complexity of Operational Growth 


N. E. Masterson Declares in Presidential Address to Casualty 
Actuarial Society’s Annual Meet; Officers Unanimously 
Reelected; Eleven Received as CAS Fellows 


Particularly in multiple line compa- 
nies, casualty and fire insurance opera- 
tions have grown so complicated that 
standardized thinking and analyses do 
justice to no single line of insurance, 
Norman E. Masterson, Casualty Actu- 
arial Society president, told the annual 
meeting of the Society in New York 
last week. 

The meeting was held at the Barbi- 
zon-Plaza Hotel, New York, November 
15-16, with more than half of the So- 
ciety’s 300 members in attendance. All 
CAS. officers were reelected by the 
unanimous approval of the membership. 
They are: 

President—N. E. Masterson, vice pres- 
ident and actuary, Hardware Mutual 
Casualty; vice presidents—Dr. Clarence 
A. Kulp, dean of the Wharton School, 
University of Pennsylvania and Arthur 
N. Matthews, associate actuary, casu- 
alty actuarial department, Travelers; 
secretary-treasurer—Albert Z. Skelding, 
assistant manager, National Council on 
Compensation Insurance; librarian—Gil- 
bert R. Livingston, assistant actuary, 
National Bureau of Casualty Under- 
writers; examination committee chair- 
man—John W. Wieder, Jr., assistant 
actuary, Aetna Casualty & Surety; 
CAS editor—Edward S. Allen, actuary, 
Compensation Insurance Rating Board 
of New York. 

Tendency Is to Over-Simplify 


In his presidential address entitled 

“The Actuary’s Niche,” Mr. Masterson 
pointed out that in the fire and casualty 
fields, “the tendency is to over-simplify 
because, say the standardizers, how can 
you analyze the whole unless its parts 
are exact divisions of the whole? Often 
the same statistical analysis is applied 
to auto bodily injury, workmen’s com- 
pensation, fire, extended coverage and 
‘rety business, with results not ger- 
mane to any line. 
_ “The field of insurance cost account- 
ing is a natural for the actuaries trained 
In statistical analysis,” he went on. “The 
advent of uniform accounting regula- 
tions, the growth of multiple line com- 
panies, and the growing importance of 
Internal costs by lines and of expense 
loadings in insurance rates requires an 
extension of normal accounting record- 
ing of incurred expenses to statistical 
analvsis of expenses as overhead costs 
by -s of business. Determining the 
overhead cost of processing casualty and 
re insurance lines in a single company 
or in a group of associated companies 
requires a new look at traditional con- 
cepts of fixed, contractual, and variable 
expenses for an intangible product like 
Insurance service. 

; concepts of additional costs, 
by-product costs, and joint costs chz il- 
lenge the statistical training of the ac- 
tuary confronted with this different 
type of cost accounting. The cost of 
Production in other businesses is com- 
Parable to loss ratios plus policyholder 
and claimant benefits and services in 
surance operations. In the analysis of 
company expenses or ‘overhead’ we en- 
counter problems of so-called fixed, 
Variable and joint costs.” 





President Masterson predicted that in 
the new fields of operations research and 
electronics, young actuaries who have 
recently entered fire and casualty com- 
panies are going to be “drafted” for this 
specialized work, particularly in those 
companies which cannot afford the lux- 
ury of two stables of mathematically- 
trained work horses. “Incidentally,” he 
added, “the fields of operations re- 
search and electronic data processing 
are becoming very competitive to actu- 
arial recruiting. A prominent life insur- 
ance actuary interested in these elec- 
tronic fields stated that whereas from 
two or four thousand are presently em- 
ployed in these fields, it is expected that 
there will be about one million by 
1964. 

“If the future actuary in the casualty 
and fire fields is to assume these spe- 
cialized roles,” said Mr. Masterson, “he 
must, of necessity, refrain from per- 
forming any and ail tasks which can 
be done equally well by non-actuarial 
people. In only that way can he have 
the time and energy to devote to those 
tasks for which he, and he alone, is 
best qualified. 

“The need for and demands upon 
actuaries increases in times of crisis 
because in those times there are more 
unanswered and presently unanswerable 
questions bothering management,” he 
concluded. 


Cites Underwriting Losses 


As featured speaker at the Casualty 
Actuarial Society’s banquet held No- 
vember 15, Roger Kenny, editor, U.S. 
Investor, blamed the staggering under- 
writing losses being reported by fire 
and casualty companies on the fact that 
all too little attention has been paid to 
the rate-making processes by top execu- 
tives charged with producing an under- 
writing profit and in part, lack of indus- 
try leadership when the companies have 
been called upon to adjust themselves 
to changes in both regulatory and un- 
derwriting practices. 

Saying that it has become the estab- 
lished custom in the fire and casualty 
business to assign rating committee work 
to junior officers who, in all too many 
instances, are not fitted by either train- 
ing or experience to view the handiwork 
of the rating bureaus in the light of its 
over-all effect upon the financial condi- 
tion of the industry and its various com- 
ponents, Mr. Kenny charged that top 
executives now find themselves “captives 
of the professional rate-makers too late 
to do anything to ease the terrific un- 
derwriting problem currently facing their 
respective companies.” 

Discussing the ravaging effect of the 
current inflation upon fire insurance 
rates, he said, “For many years, fire 
rates have been supported by a five- 
year average experience. In the past, 
this has been a very sound structure 
on which to base rate changes because 
any shorter period would contribute to 
wide fluctuations in loss ratios. In re- 
cent years, some consideration has been 
given to trends and current experience, 
but the sad part of it all is that these 
favorable factors have been offset by 
the delay in accumulating, analyzing and 
acting upon the statistical data gathered 
from the underwriters. Therefore, it 
can be said that the fire industry’s cur- 
rent rates are based upon the experi- 
ence years 1950-1954. The 1955 statistics 
will not be available until the end of 
this year, which means that there will 
be a delay of 12 to 18 months, if the 
normal course is followed. 
“Disregarding entirely any increase in 
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frequency or severity of losses, 
ceiving for fire insurance and the 
two entirely different sets of values. ’ 
long and short of it is that the industry 


is collecting its premiums on 1954 price 
levels at best and paying out its losses 


_ the ratio of ‘losses incurred 
with the loss ratio ‘agate at 62.56 
ratio advanced about one point to 36.7% 
y so familiar to students of 
business—a rating procedure which sim- 
ply has not been. al ble to Prey 3 abreast 


our economy—so mein 


Eleven Receive Fellowships 


fire and casualty 


Y ork, Tnsurane e De ar tment ; 


Mutual Casualty 


Fire Underwriters. 
W. Van Buren Hart, 
Aetna Insurance Group; 
actuarial department, 


tional Board of 


State le Mutual Automobile In- 


actuarial department, 


elers Insurance Co. 
so presented at 


Speaking of current rate making pro- 


Stern outlined the 
for the recording of the loss 


Property ‘Damage Liability 





ferred to the function of these two or- 
ganizations as official statistical agents. 

He described the current’ rate making 
procedure from an actual example of a 
recent revision of private passenger lia- 
bility insurance rates in New York, 
filed by and approved for the National 
Bureau and the Mutual Bureau. In 
New York and in a limited number of 
other states, the National Bureau and 
the Mutual Bureau cooperate in the 
development of rates for automobile 
liability insurance, and the procedure 
developed for New York is generally 
used by both Bureaus in all other 
States. 

Wherever the rate making procedure 
in New York takes cognizance of spe- 
cific conditions applicable only in New 
York, the paper also presented the pro- 
cedure which is “standard” with respect 
to other states. The major steps in 
the rate making process were explained, 
namely, the determination of the state- 
wide rate level; the development of rate 
level changes by territory; the determi- 
nation of classification relativities and 
rates. 

In connection with the determination 
of the statewide rate level, Mr. Stern 
called attention to the criteria used in 
the selection of an appropriate experi- 
ence period, and to the use of trend and 
projection factors under certain circum- 
stances. He included an example of a 
method of calculating such trend and 
projection factors. 


Rate Level Adjustment Factor 


Considering the rate level adjustment 
factor, the initial portion of Mr. Bondy’s 
paper consisted of an analysis of the 
effect of the rate level adjustment fac- 
tor on New York rates since its intro- 
duction into the ratemaking formula. 
“Data from the two distinct sources 
available point strongly to the fact that 
this factor has not been improving the 
rate structure as it should,” he said. 

He gave the prime reason for this 
failure as the fact that calendar year 
data, which are by their very nature 
not quite exact, have been relied upon 
to reflect minute changes in the charac- 
ter of recent experience. 

“Tf the use of these data were re- 
stricted to only those cases where gross 
modifications in the nature of the ex- 
perience were indicated,” he said, “an 
improvement in the factor would result. 
This can be brought about by the intro- 
duction of a sliding credibility scale 
into the caluculation of the rate level 
adjustment factor. By this device, small 
changes brought about solely by the in 
stability of calendar year statistics would 
be eliminated and important trends 
would continue to be recognized.” 

Deficiency Reserves 

Mr. Tapley’s paper was entitled, 
“Month of Loss Deficiency Reserves 
for Automobile Bodily Injury Losses 
Including Reserves for Incurred But 
Not Reported Claims,” 

At the outset, he made it known that 
State Farm Mutual Auto never ques- 
tioned the propriety of a reserve for in- 
curred but not reported losses nor has 
his company been dissatisfied with its 
evaluations of losses which have been 
reported and investigated and on which 
the reserves established reflect all the 
circumstances of fact and of law which 
will influence the final disposed value 
of such claims. 

“We have, however,” he said, “been 
very much concerned over the adequacy 
of reserves maintained on losses which 
have been reported, which are included 
within our total pending reserves, but in 
connection with which _ investigations 
have not been completed and _ factual 
information is not available 

“Reserve practices in connection with 
‘new reports’ have always varied con- 
siderably from one company to an- 
other and in some cases from one time 
to anether within the same company,” 
said Mr. Tapley. 

“The derivation of expected losses 
for each month of loss as of the end 
of the first, second and third months of 
development is perhaps the most critical 


(Continued on Page 33) 
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Cite Ins. Department’s 
Place in Merger Plans 


AMA FALL INSURANCE MEET 
Neubecker Favors Insurance Department 
Centralization; Cooper Says 
Goaperetion Vital 


The place of the insurance department 


opportunities for insurance pro- 


under 


and the 
corporation 
detail by 


improvement 
outlined in 


gram 


mergers were 


spokesmen for the Burroughs Corpora- 


tion and American Motors Corporation 


in panel discussion of merger and de- 


American Manage- 
fall 
Chicago, 


centralization at the 


ment Association’s insurance con- 


ference held in last week. 
Managerial decentralization is here to 
stay, but even in a company that decen- 
tr alizes line operations the insurance 
department should be centralized, de- 
clared Edward F. Neubecker, assistant 
secretary, Burroughs Corp., Detroit. 
Mr. Neubecker offered three basic 
reasons for centralizing insurance. First, 
he said, is the fact that insurance prob- 
lems in today’s business are so complex 
that they demand the full-time attention 
of a highly trained staff of insurance 
experts. Secondly, the centralized in- 
surance department can obtain better 
coverage through blanket policies, broad- 
er forms, and more comprehensive engi- 
neering and agency service. 
Lower Costs Through Mass Purchasing 


Lower costs through mass purchasing 
provide a third argument for insurance 
centralization. For example, the speaker 
said, the premium for a primary com- 
mercial blanket fidelity bond at limits 
of $500,000 for a concern employing 80 
money-handling employes is $4,064.22. If 
this concern were decentralized into 
two divisions of 40 employes each, with 
each division purchasing its own fidelity 
bond through a different carrier, the 
premium for each division would be 
$3,298.72, for a company total of 
$6,507 44. 

In administering a centralized insurance 
program for a decentralized company, 
Mr. Neubecker said, the most important 
feature is the “personal contacts you 
make with each division of the company 
and how you handle these contacts.” The 
insurance manager should be personally 
acquainted with the key men in each 
division, should renew his contacts 
through periodic trips, and should make 
a major effort to overcome possible divi- 
sional resentment of the insurance ex- 
ception to decentralization by emphasiz- 
ing the value to the divisions of competent 
insurance department service in a highly 
technical area. 

Type of Contact Important 


This kind of 
important in 


contact is particularly 
analyzing risks, Mr. Neu- 


becker suggested. Risk analysis is a 
much more involved task in a decen- 
tralized organization because of great 


exposures. ‘Therefore,” the 
speaker said, “risk analysis in a decen- 
tralized company, above all others, re- 
quires that the insurance manager come 
down from his ivory tower. 

The decision whether to insure should 
be made by top management solely upon 
the recommendation of the insurance de- 
partment, Mr. Neubecker advised. Then 
the coverage must be arranged to elimi- 
nate the risk of being under-insured or 
non-insured because of changes in value 
or new exposures. This is all important 
under decentralization because of delays 
or even complete failure in reporting a 
new or different exposure. 

Corporate mergers offer real oppor- 
tunities for improving the insurance pro- 
gram because of the benefits of the law 
of large numbers, but taking advantage 
of those opportunities is not as simple 


diversity of 


as many managements assume, James 
M. Cooper, insurance manager, Amer- 
ican Motors Corporation, Detroit, Mich., 


declared, as the second panelist. 
Managements of companies that merge 
usually consider insurance to be one of 


HARTFORD A. & I. APPOINTMENTS 


W. P. Ford Nemed Asst. Secretary; 
R. F. Stitt Payroll Audit Dept. 


Superintendent 

William P. Ford was elected 
tant secretary and Ralph F. Stitt was 
named superintendent of the payroll 
audtit department of the Hartford Acci- 
dent & Indemnity Co., following a di- 
rector’s meeting. 

Mr. Ford, who joined Hartford 


assis- 


Acci- 


dent in 1917, has headed field auditing 
operations since 1941 and will retain 
executive charge of that function. Ori- 


ginally a member of the statistical de- 
partment staff, he traveled extensively 
throughout the country as a field payroll 
auditor. Later he was stationed at 
Albany, handling auditing activities in 
central and northeastern New York. In 
1925 he returned to the home office to 
assume duties in the collection division 
of the accounts department, from 
which capacity he advanced to the post 
of superintendent of the payroll audit 
department. 

Ralph Stitt, new payroll 
partment superintendent, has been 
Ford’s principal aide since 1947, 
entire service with the Hartford Acci- 
dent, which began in 1938, has been 
in payroll auditing work. Originally as- 
signed as auditor at Chicago, he became 
resident auditor at Detroit in 1941, and 
was transferred to the home office pay- 
roll audit department in 1946. He was 
made assistant superintendent in 1947. 


de- 
Mr. 
His 


audit 





their smaller problems, according to Mr. 
Cooper. “After all, both companies were 
insured before, and whatever programs 
were in effect generally should be good 
enough to last for a month or two until 
details can be straightened out.” 

Such is not the case, he warned. “A 
merger is the result of a legal act re- 
duced to a piece of Tele and which 
occurs on a specific and given time in 
accordance with all the legal ramifica- 
tions that could be dreamed of by the 
legal profession. Similarly an insurance 
contract is legal, and it too is reduced 
to writing. It is very specific as to who 
is being insured and under what cir- 
cumstances.” And it is almost inevitable 
that two insurance departments will use 
two different approaches to the concept 
of insurance and risk management. 


Advance Notice of Merger Plans 
Desirable 


Therefore, Mr. Cooper emphasized, 
is highly desirable to have advance no- 
tice of merger plans and to select some- 
one beforehand to be responsible for 
the insurance program. Essential tools 
in insuring complete insurance protection 
for the new organization are advance 
notice, a post-merger insurance program, 
and the authority to carry it out. 

The two insurance departments should 


get together as soon as they get the 
merger notice and outline for each 
other a list of the insurance each car- 


ries. Each should suggest a post-merger 
insurance program; then management 
should decide upon one of the suggested 
programs and appoint someone to carry 
it out. It is wiser, said Mr. Cooper, to 
pick one insurance department or the 
other than to ask them to work together 
on an equal basis; there usually is no 
time to settle disagreements between 
them. 

Probably the first step following a 
merger, Mr. Cooper suggested, is to 
amend all filings made as a self-insurer 
under workmen’s compensation laws and 
to select a carrier to make necessary 
filings in states where insurance is pur- 
chased. If subsidiaries are named indi- 
vidually in insurance policies and if 
those names change after the merger, 
separate filings for them must be made 
promptly. Take immediate steps, he cau- 
tioned, to assign all policies to the new 
corporate entity, particularly where lia- 
bility policies are concerned. “You can 
imagine the difficulties that can arise 
where two liability carriers have poli- 


cies.” High priority also should be given 
to the fidelity bond. 





CASUALTY ACCOUNTANTS MEET 





Annual Meeting of Accountants & Stat- 
isticians to Be Held Dec. 14 at 
Hotel Statler 


The annual meeting and election of 
officers of the Association of Casualty 
Accountants & Statisticians will be held 
December 14 at the Hotel Statler, New 
York. 

Items of interest to accountants and 
statisticians will appear on the agenda. 

In the morning of the preceding day, 
the committee will sponsor 
a demonstration of policy writing and 
accounts checking on the International 
Business Machines Corporation’s 705 at 
their headquarters, 590 Madison Avenue. 
In the afternoon, at the Hotel Statler, 
a discussion will take place on recent 
electronic machine applications as de- 
veloped by various member 
or groups. 

This meeting will prove of especial in- 
terest to those members who desire to 
keep in touch with the application of 
casualty insur- 


electronics 


companies 


electronic machines to 


ance problems. 





NEW AUTO LIABILITY RATES 


Mutual Bureau Revises Rates on Com- 
mercial Cars and Garage Risks in 
Eight States 

Revised automobile liability rates for 
commercial automobiles in eight states, 
and for Division 1 garage risks in five 
of these states have been announced by 
the Mutual Insurance Rating Bureau. 
The new rates which vary by classifica- 
tion and territory became effective No- 
vember 7 in Colorado, Maine, Minne- 
sota, Nevada, North Dakota, Rhode 
Island, Tennessee and Wyoming. 

As a result of this revision automobile 
liability rates for commercial vehicles 
are decreased in six states. The average 
reduction in rates is approximately 5% 
in Colorado, 3% in Maine, 5% in Min- 
nesota, 6% in Rhode Island, 11% in Ten- 
nessee and 1% in Wyoming. Increased 
rates will be effective in the other two 


states. The statewide average increase 
is 5% for Nevada and 6% for North 
Dakota. 


For Division 1 garage risks the revi- 
sion produces increases in rates for the 
five states. The average increase is 14% 
for Maine, 18% for Minnesota, 15% for 
Nevada, 14% for Rhode Island, and 8% 
for Tennessee. 

Division 1 garage risks include auto- 
mobile sales agencies, repair shops, serv- 
ice stations, storage garages and public 
parking places where coverage is af- 
forded for the insured’s premises and 
operations; and the ownership, main- 
tenance and use of any automobiles in 
connection with the business. 





Comp. Pamphlet Supplements 

Supplements to the last workmen’s 
compensation law pamphlets for Georgia, 
Louisiana and Michigan and a new edi- 
tion of the workmen’s compensation 
law pamphlet for Mississippi have been 
published to reflect important changes 
in the law in those states, the Associa- 
tion of Casualty & Surety Cos. has an- 
nounced. 

The Georgia, Louisiana and Michi- 
gan supplements contain a digest of the 
effect of the 1956 amendments, the text 
of the amendments, and annotations of 
recent decisions construing the law. 

The new edition of the Mississippi 
pamphlet contains a digest and the com- 
plete text of the workmen’s compensa- 
tion law and pertinent supplementary 
laws, including all amendments enacted 
by the 1956 legislative session. Also in- 
cluded are annotations of cases decided 
since publication of the 1951 edition. 

Copies may be obtained by writing to 
the editor, law publications, Association 
of Casualty & Surety Cos. in New York. 








GOT HIS NUMBER 


“My boy friend is too bashful to talk 
about his sales ability. But I’ve got his 
number. Soon after he began selling Com. 
bined accident and sickness plans —in 
fact it was the day he gave me my engage. 
ment ring —you could tell he was a man 
who had found the formula for success.” 


Find out today why agents and agencies 
do better with the Combined Group of 
Companies: Combined Insurance Co. of 
America, Chicago; Hearthstone Insurance 
Co. of Mass., Boston; Combined American 
Insurance Co., Dallas; First National 
Casualty Co., Wisconsin. Write direct 
to W. Clement Stone, President, 5316 
Sheridan Road, Chicago 40, Illinois. 





CITES VALUE OF FIELDMEN 


J. C. Hagan Addresses Aetna Sales 
Course on Agent Success; O’Halloran 


Led the Class 

Understanding the functions of insur- 
ance field representatives and requesting 
their assistance at the proper time can 
be an important aid to the success of 
the insurance agent, Joseph C. Hagan, 
Rockville, Maryland, agent, told gradu- 
ates of the 158th session of the Aetna 
Casualty & Surety Co. sales course at a 
recent dinner. 

Mr. Hagan, who was graduated from 


the Aetna school in 1952, said that in the 
agency he operates field men have pro- 


vided invaluable help through their 
knowledge of additional technical in- 
formation and sales promotion tech- 


niques. In this way, he said, Aetna field 
representatives continually help the local 
agent demonstrate the company ‘SCE 
or personal service, rendered with all 
policies. ; 
Stressing the need to broaden their 
ae Mr. Hagan urged those 
about to launch their careers to make 
the maximum number of calls each day 
as the only way to ensure reaching pro- 
duction goals during the early years. 
The class was led by Arthur O'Hal- 
loran of Waterville, Maine. Other blue 
ribbons for high scholastic standing went 
to James T. Moore, Jr., of Hartford, 
Conn.; James Lenihan of San Francisco, 
Calif.; Robert Pierson and Robert C. 
Buell of Hartford, Conn., and Richard 
W. Squeri of Branford, Conn. 
Gold ribbons for demonstrating 
standing soliciting techniques 
awarded to Charles G. Perry of Los An- 


out- 
were 


geles; Messrs. O’Halloran and Squeri; 
James T. Moore, Jr., of Hartford; Vin- 
cent Mancuso of Detroit; Gerald J. 


McLees of New York; Armond Schnei- 
der of Denver, and Philip G. Camp of 
Norwich, Conn. 





New GA Advancements 


Earl McCloud and Frank O’Do ynnell 
have been named assistant superintend- 
ents of casualty claims in the Ge neral 
Accident Group’s home office at Phila- 
delphia. 

Mr. McCloud, who has been associ iated 
with the Aetna Casualty in St. Louis, 
Kansas City and Chicago, will supervise 
the automobile and liability claims. 

Mr. O’Donnell, who has been 
ated with the General Accident organi- 


associ- 


zation since 1938, will exercise super- 
vision over workmen’s compensation 
claims. 











talk 
it his 
Com- 
3—in 
gage- 
man 
cess,” 
ncies 
up of 
10. of 
rance 
rican 
ional 
lirect 

5316 


N 
Sales 


ran 


nsur- 
sting 
- can 
5S ot 
gan, 
-adu- 
etna 
ata 


from 
1 the 
pro- 
their 

in- 
ech- 
field 
local 
dare 
1 all 
their 
hose 
nake 
day 
pro- 


Hal- 
blue 
vent 
ford, 
isco, 


7 
l 


hard 


out- 
vere 
An- 
lerl; 
Vin- 


we 


nell 
ond- 
eral 
\ila- 
ited 
us, 


vise 


oci- 
ani- 


per- 
tion 








November 23, 1956 






— ' 
[ure tioP, 








Page 31 











— 
—— 


Craugh Says State Regulation Faces 
Most Serious Crisis In Its History 


State regulation of the insurance 
business faces the most serious crisis 
in its history, Joseph P. Craugh, execu+ 
tive vice president, Utica Mutual Insur- 
ance Co., Utica, N. Y., warned execu- 
tives attending the American Manage- 
ment Association’s fall insurance conf- 
ference in the Palmer House, Chicago, 
last week. He spoke at a luncheon con- 
cluding the three-day national meeting 
of corporate insurance managers. 

The Federal Trade Commission’s as- 
sumption of jurisdiction over advertising 
in the accident and health insurance 
field, Mr. Craugh declared, “presents 
the most crucial legal problem on the 
issue of regulation” since the South- 
eastern Underwriters Association deci- 
sion, in which insurance was held to be 
interstate commerce. And other Fed- 
eral agencies, for example, the Inter- 
state Commerce Commission, the De- 
fense Department, and the Department 
of Health, Education, & Welfare, have 
been trying to move into the field of 
insurance regulation, he said. 


Violate “Clear Mandate” 


The insurance industry, the speaker 
explained, is seeking to have recent 
FTC decisions in this area overruled by 
the Federal courts on the grounds that 
they violate Public Law 15’s “clear man- 
date” that the insurance business shall 
continue to be regulated by state law. 
FTC construes the word “regulate,” as 
used in the clause of Public Law 15 
that says “to the extent that such busi- 
ness is not regulated by state law,” to 
mean that this regulation must be “ef- 
fective” or “affirmative” regulation. The 
insurance industry holds that Congress 
removed the insurance industry from 
the application of the Federal Trade 
Commission Act to the extent that the 
insurance business is regulated by state 
law, ~ot execution of the law. It did 
not say, according to Mr. Craugh, that 
the exemption was conditioned upon ef- 
fective or affirmative legislation—or on 
the extent to which the state law was 
enforced. “When a state statute exists, 
it must be presumed that it is en- 
forced.” 

Another illustration of the tendency 
of Federal agencies “to usurp powers 
traditionally reserved to the states,” 
according to Mr. Craugh, was the re- 
cent publication by the United States 
Department of Labor of a “so-called 
model” Workmen’s Compensation Law. 
“Usurpation of this field,” traditionally 
reserved to the states, “should not be 
countenanced,” he maintained. 


A Matter of Serious Concern 


Workmen’s compensation also has be- 
come “a matter of serious concern” be- 
cause of its ever increasing costs, Mr. 
Craugh said. “The liberality of our 
administrators and courts in construing 
our laws” contradicts the original pur- 
pose of the workmen’s compensation 
laws, which was “to reimburse the work- 
man, partially at least, for wages lost 
or impairment of earning capacity due 
to work-connected injuries or diseases,” 
not to be a system of social insurance 
Providing social benefits to all citizens 
of the state. 

Examples of this liberality of inter- 
Pretation are to be found, he pointed 
out, in the expanding definitions of such 
terms as accidental injury, occupational 
disease, and arising out of and in the 
course of the employment. Aggravation 
of 2 pre-existing disease has been inter- 
Preted to constitute it an occupational 
disease. To recover compensation in 
New York state it is necessary to prove 
only that a cardiac attack occurred while 
an employe was at work, not that some 
special effort or exertion precipated the 
attack. Awards for loss of hearing have 
been made where there was no wage 
OSs or proof of impaired earning ca- 
Pacity, 

i Fo . . * 
i we accept the principle that com- 


pensation shall be payable for non-dis- 
abling physiologic losses in the field of 
workmen’s compensation, then there is 
no logical stopping point,” the speaker 
warned. “Our whole system of work- 
men’s compensation will then have be- 
come subverted to a new social insur- 
ance scheme where disabilities are 
measured in terms of damages rather 
than replacement of lost wages.” Work- 
men’s compensation benefit levels in 
many jurisdictions are inadequate, he 
conceded; if unjustifiable awards were 
elminated, “industry could well afford to 
absorb appropriate increases in these 
benefit levels.” 


Intervention May Be Necessary 


One area in which Government inter- 
vention may be necessary, according to 
Mr. Craugh, is that of insurance against 
the hazards of nuclear power. Recently 
formed stock company syndicates pro- 
pose to make available capacity of about 
$50,000,000 per reactor. But if these 


limits prove inadequate, the speaker 
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Has many years of field and home office experience 
including reinsurance. Prefers New York City, Philadel- 
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ment of company or agency. Top references will be furn- 
ished. Address: Box 2468, The Eastern Underwriter, 93 
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suggested, consideration should be given 
to a Governmental indemnity program 
over and above the private insurance 
available. The brightest hope, he said, 
is suggested by the excellent safety rec- 
ord attained so far in atomic energy. 
“There is every reason why, with proper 
engineering and careful operating pro- 
cedures, the safety record in nuclear 
power plants can be so developed as to 
bring the industry within reasonable 
limits of insurability.” 

Nuclear risks are not the only ones 
for which insurance buyers have diffi- 
culty in obtaining adequate limits of 
protection and liability, Mr. Craugh 
pointed out. “Our subservience to and 
dependence upon the London and for- 


eign markets for reinsurance capacity 
is hardly a tribute to the enterprise and 
ingenuity of American insurance. We 
have financial resources that far exceed 
those of our foreign competitors. All 
that we lack is the will to pool at least 
a part of them so as to set up a rein- 
surance market that will adequately 
take care of all the needs of American 
industry.” 

One of the most significant trends in 
the insurance business in recent years 
has been the rapid development of 
multiple line insurance, Mr. Craugh 
said. So many insurance companies 
have entered the multiple line field re- 
cently that buyers are concerned about 

(Continued on Page 34) 





“"Uhey almost sell themselves” 


says Broker Jack Fisher (right), shown with Bill Cohen, 
Manager of Prudential’s Bunker Hill Agency, Boston. 










NAME ahaos 


“I’m talking about Prudential’s Non-Cancellable, 


Guaranteed Renewable (to age 65 for men, age 60 


for women ) Income Protection Policies. My clients— 


both individual buyers and business concerns—have 
always liked the many excellent features of these 
policies and now they’re more attractive than ever 
before. Policies like these have made my association 
with Prudential a profitable one. Equally important 
is the outstanding cooperation I get from 

The Prudential. Through Prudential’s Brokerage 
Service I can always depend on getting 
all the help I need. Just recently, in fact, 
Bill Cohen and Max Checkoway, the 


Assistant Manager, gave me a hand in 


planning and closing five sales. 


“And no matter how much or how 


often they help, I still get 


the full commission.” 


You'll enjoy AIR POWER on 


YOU ARE THERE, Su ndays, CBS-TV 


TO: BROKERAGE SERVICE ¢ THE PRUDENTIAL, NEWARK 1, N. J. — ! 
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Suggest Broadening of 
Group Policy Sales 


AT NEW YORK DEPT. HEARING 


Proposals Hit Classes of Employes, 
Professional Groups, and Employe 
Dependents 
\ broadening of the scope of Group 
life and aceident and health insurance 
was discussed at a New York Insur- 
ance Department hearing held last week 
in New York City. The hearing was 
called for the purpose of examining pro 
posed amendments to liberalize the 
state’s regulations on the sale and dis- 
tribution of Group life and A. & H. 
While most insurance spokesmen 
were in agreement that the general 
should be 


Group insurance — scope 
widened, there was disagreement on the 
specific suggestions offered to achieve 


this goal. The New York recommenda- 
tions would: 


New York Recommendations 


(1) Provide that the eligibility of 
classes of employes for Group life and 
\.& H. insurance coverage be deter 
mined by conditions other than’ those 


pertaining to employment. For exam 
ple, persons Within certain age groups, 
or of the same sex, could be classified 
as a group. 

(2) Authorize the issuance of Group 
insurance to association groups such as 
doctors, lawyers, dentists, nurses, etc. 

(3) Permit the writing of Group life 
insurance upon the lives of dependents 
of employes covered under Group poli- 
cies issued to employers or trustees. 

On the proposal of eligibility of classes 
for Group insurance, Albert Pike, Life 
Insurance Association of America, lent 
his association’s support to the recom- 
mendation. Other spokesmen including 
J. Henry Smith, Equitable Society; J. 
F. McAlevey, Health Insurance Asso- 
ciation of America; Alexander Query, 
The Prudential, and Frank Conners, 
Johnson & Higgins, agreed the amend- 
ment would give companies more free- 
dom in setting up new classifications. 
It was revealed that many homogeneous 
groups are being prevented from in- 
creasing their Group insurance because 
of present restrictions. 

There was, however, lesser agreement 
on the recommendation to provide Group 
insurance to dependents of insured 
workers. 

Mr. Pike said that the HIAA and 
ALC, because of the conflicting views 
of members, could neither support nor 


oppose this proposal. 
Harold Baird, president of the New 
York Associatian of Life Underwriters, 


said his association was opposed to the 
idea. He contended it would discourage 
the sale of individual “cash value” poli 
cies and possibly encourage lapsation of 
existing individual coverage. 

Favoring it were Mr. Conners, George 
Ort, Insurance Brokers Association of 
New York State and Mr. Smith of the 
Equitable. 


No Objection Registered 


It was brought out that since depend- 
ents of insured workers are covered 
for medical care and hospitalization ex- 
penses, there should be no objection to 
applying this procedure to life insur- 
ance. 

In regard to amending Section 204 
of the New York Insurance Law to per- 
mit the writing of coverage on 
tions of doctors, lawyers, 


associa- 
and other pro- 
fessional there was mixed 


reaction 
Speaking for the 


people % 


Metropolitan Life, 
(Continued on Page 33) 


DISMISS INTER-OCEAN CHARGE 


FTC Examiner Laughlin Dismisses Ad 
Complaint Without Prejudice for 
Lack of Public Interest 
Loren H. Laughlin, Federal Trade 
Commission hearing examiner, this week 
ordered the dismissal without prejudice, 
for lack of public interest, a complaint 
charging Inter-Ocean Insurance Co., 
Cincinnati, with misrepresenting acci- 
dent and health policy benefits. How- 
ever, this is not a final FTC decision 
and may be appealed, stayed or docketed 

for review. 

The hearing examiner based his dis- 
missal order on the fact that a_ state 
authority (the Indiana Insurance Com- 
missioner) “has already specifically reg- 
ulated” the advertising practices of the 
company. Thus, said Mr. Laughlin, 
“there is no further present duty for 
this Commission to perform in the pub- 
lic interest .. 

The State Insurance Commissioner’s 
order, the examiner said, although it 
does not exactly conform to the type 
order the Commission would issue, “in 
practical effect... has accomplished 
exactly the same purpose ” Tnter- 
Ocean, he continued, has complied with 
this order and has stopped using any of 
its former advertising material. 

“ior this Commission now to proceed 
to the issuance of its own substantially 
duplicitous cease and desist order merely 
to display whatever power it may have 
over respondent,” the examiner said, 
“Would be like beating a dead_ horse 
where the only effect would be to ruin 

(Continued on Page 33) 
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MASSACHUSETTS CASUALTY 
INSURANCE COMPANY 





Non-Cancellable and 
Guaranteed Renewable To Age 65 


Disability Income Protection 


Urges West Virginia 
Adopt Blanket Bill 


INSURANCE CODE 


Hearings Held on New Code Draft; 
McAlevey Cites Group Certificate 
Proposal 


FOR NEW 


The Health Insurance Association of 
America this week recommended to the 
West Virginia Insurance Department 
the insertion of model blanket accident 
and sickness insurance bill into its pro- 
posed insurance code. 

At hearings held November 19-20 at 
Charleston for the purpose of discussing 
the state’s draft of its suggested code, 
John F. McAlevey, HIAA associate 
general counsel, put forth the recom- 
mendation, 

Blanket policies are Group policies 
in which no individual application or 
certificate is required from the persons 
covered. These policies are issued to 
common carriers, employers having 
groups under specific hazards, schools, 
religious, charitable, recreational or civic 
groups, etc. Blanket contracts are more 
flexible than regular Group policies. 

As HIAA spokesman, Mr. McAlevey 
told the hearing that Section 8, Sub- 
section (a) of the proposed West Vir- 
ginia code which requires the filing with 
and approval by the Insurance Commis- 
sioner of Group certificates forms was 
extremely disturbing to the Associa- 
tion’s member companies. He brought 
out that this provision, if enacted into 
law, would be entirely unique to West 
Virginia. 

Cites Ohio Law 


Mr. McAlevey explained that the only 
provision in any statute in any Ameri- 
can jurisdiction which even purports to 
give the Commissioner authority over 


the certificate forms issued under poli- 
cies “the situs of which for many quite 
(Continued on Page 33) 
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WANTED 
A & H Underwriter 


Fast growing New England con 
pany offering complete Accider 
and Health and Hospitalizatio 
coverages has career opportunit 
fer high caliber accident anc 
health underwriter with 3-5 years 
of experience in all lines. Write 
fully, giving age, resumé of ex- 
perience, etc., in strict confidence 
to Box 2471, The Eastern Under- 
writer, 93 Nassau Street, New 
York 38. 














Career Women Are 
Good Sales Prospects 


BRUNDAGE TELLS N. J. ASSN. 


Disability Coverage Important to House- 
wives; Whelchel Elected 


Association Head 


3rundage, CLU, 


3ankers National of 


John D. administra- 
tive vice president, 
Montclair, N. J., was the guest speaker 
of the New Jersey Accident & Health 
Association at its November meeting 

Mr. Brundage pointed out that the 
average producer is eternally seeking 
prospects and wondered why so few 
attempted to approach the tremendous 
and virtually untapped field of career 
women who earn large sums and are 
willing to pay for substantial insurance 
programs. 

He spoke of the need to understand 
feminine psychology as it relates to the 
purchase of intangibles but pointed out 
that much of the coverage sold by direct 
writers is purchased by women. 

Housewives are the actual beneficiaries 
of life insurance programs. Women in 
industry should be taught to regard life 
insurance as a savings fund. Both groups 
depend on income, either that of a hus- 
band or the money for service in em- 
ployment. They thus appreciate what 
disability coverage does when a wage 
earner is disabled. 


Represents Tremendous Market 


“Wife insurance alone represents a 
tremendous market which is not being 
developed,” said Mr. Brundage. “In any 
family where there is reasonable income, 
there is need for a minimum of $100 a 
month of family income on the wife to 
cover the dependency years of the chil- 
dren. This wouldn’t be enough to provide 
a housekeeper, but it would be enough 
to take care of the critical hours in a 
child’s day. We talk about the advan- 
tages of a mother’s care in our solicita- 
tion of the husband. Let’s use the same 
approach to justify some basic coverage 
on the mother. Competent estate plan- 
ners put this need for wife insurance 
ahead of college education funds, a life- 
time income for the widow, or retire- 
ment needs. 

“The career girl or business woman 
needs insurance for her dependents or 
her personal pension. Today there are 
more women employed at higher w: <es 
than ever before. Many secretaries «nd 
clerks are receiving salaries today w’ ich 
are comparable to those out of w= ich 
fathers bought fairly substantial policies 
for their families a few years ago. 'e- 
hind every other working gal is a de- 
pendent who may be a child or a sister 
or a mother, so that a policy for protec- 
tion is important as well as for savin.s. 

Mr. Brundage continued th: at if there 
is no dependent in the picture, “then our 
endowment and retirement policies oifer 
an investment opportunity right in line 
with a woman’s thinking, or so Wall 
Street brokers tell us. In the last four 
years, the number of women investors 
in the market has increased substan- 
tially. Brokers have found that women 
investors tend to (1) leave their invest- 
ment decisions to men, (2) hate to touch 
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capital, (3) are more conservative in- 
yestors tan men, (4) like a high yield 
yith absolute safety (!), and (5) become 
emotionally attached to certain stocks. 
jl these characteristics can be answered 
hy or directed to our product—life in- 
qirance—Wwith eminently satisfactory re- 
ats. If she falls in love with our prod- 
uct, we'll all benefit and her cash values 
will continue to rise regardless of the 

Dow Jones averages. 

“Thanks to Wall Street brokers and 
Madison Avenue advertising men, women 
are conscious of the advantages of the 
hig economy size in life insurance as 
yell as toothpaste. They no longer react 
jvorably to the traditional women’s 
sizes of $1,000 and $2,000 of 20-year 
endowment. Their needs and their abil- 
ty to pay are both queen-size today. 
We are missing a bet if we don’t ap- 
proach the career woman with a new 
concept of her estate problems and pro- 
tection needs.” 

Whelchel Elected President 

The following officers were elected for 
1957: President, Eston V. Whelchel, 
Provident Life & Accident; vice presi- 
dent (arrangements), Richard H. Con- 
nolly, Washington National; vice presi- 
dent (membership), Ralph King, National 
Health Protective Agency; vice president 
(legislation), Saul S. Vort, Prudential 
Ins. Co.; secretary, Ramon E. McCue, 
Bankers National Life; treasurer, Joseph 
\ Kreutler, John A. Couch, Jr. Agency. 
The directors to serve are as follows: 
Chairman, Francis T. Curran, Loyalty 
Group; William B. Cornett, Prudential 
Ins. Co.; George E. Lehman, National 
\ecident & Health; Henry’ Levine, 
Washington National; Charles T. Lupke, 
C.J. Simons Agency; Howard A. Rhodes, 
C. W. Bollinger Agency. 

Speaker for the December 13 meeting 
will be Rex Anderson, assistant vice 
president, New York Life, whose subject 
will be “Retooling the life insurance 
salesman to sell disability coverage.” 





Casualty Actuaries 


(Continued from Page 32) 


problem inherent to this approach to 
the question of hidden loss reserve 
needs,” 

In his paper Mr. Tapley mentioned 
the characteristic patterns which appear 
in the development of incurred losses by 
month of loss. 

“It is evident that since both paid 
losses and reported loss reserves were 
btainable by tabulation by month of 
loss, the difference between the sum of 
these two items and the expected total 
incurred losses would represent the 
company’s needed. reserve against hid- 
len losses,” he said. “It is further evi- 
dent that this indicated hidden loss 
reserve need would not only encompass 
any needed reserve for losses incurred 
but not reported but also would include 
any deficiencies contained in our ex- 
isting reserves. Thus the concept of the 
month of loss deficiency reserve is prin- 
cipally concerned with the current evalu- 
ation of hidden reserve needs arising 
'rom unreported losses and_ reported 
osses that are in the course of investi- 
Sation as a combined single unit of 
reserve need.” 





(iroup Policy Sales 


(Continued from Page 32) 


Vice President 


: Charles G. Dougherty 
leclared 


his company does not feel too 


§ a . . 
‘trongly about this. He added that it 
‘- true Group insurance. 

Mr. ¢ lery said Prudential would 





“rite Group A. & H. for professional 
*'8anizations, but it does not contem- 
Pate writing Group life insurance for 
‘uch organizations. 
Continental Casualty favored exten- 
on of Group coverages to associations 
 Protessional men and dependents of 
Msured workers. 
we an er of major New York compa- 
providin we” opposed an amendment 
£ tor an “arbitrary” limit on the 


TURKEY RODEO CAMPAIGN 


Agents of National A. & H. Compete 
in Annual Thanksgiving Contest for 
Turkeys; John F. Leibig in Charge 
Agents of the National A. & H. Insur- 

ance Co. of Philadelphia finished up 

their Thanksgiving turkey rodeo this 
week, an annual contest in which the 
amount of their new written business 

in commercial and monthly A. & H., 

hospital, surgical, franchise and_ life 

business (November 1 to 19) determined 
the weight of the turkey which they 
would receive from the company. 

Vice President John F. Leibig, head 
of the National’s commercial agency de- 
partment, drew up the qualifications for 
the competition and was in charge of it. 


Dismiss Ad Charge 


(Continued from 





Page 32) 
the commercial value of its hide.” 

Noting that legally the Indiana order 
has no effect beyond that state, the ex- 
aminer said, however, that, practically 
speaking, any order of a domicilary 
state “has an actual reach as wide as 
the spread of the domestic insurer’s 
business.” This Commissioner, he con- 
tinued, has primary control over the 
charter and the basic license of the com- 
pany, which things it must have in order 
to do business in other states. 

In a case of this type, the examiner 
said, the Commission must establish that 
it has jurisdiction and that the pro- 
ceeding is in the public interest. A lack 
of either of these elements, he con- 
tinued, calls for a dismissal. 

On the subject of jurisdiction the ex- 
aminer noted that the Commission has 
ruled “in very broad and sweeping final 
decisions” that it has jurisdiction over 
insurers selling and advertising in inter- 
state commerce. The Commission has 
not decided, however, the examiner 
continued, to what extent, if at all, it 
will consider, either on the issue of 
jurisdiction or public interest, the ques- 
tion of actual effective enforcement by 
the states. 





CITE RISE IN HEALTH RATES 


Canadian Government, in reporting 
some effects on the official cost-of-living 
index between September and October 
this year, states that increased rates 
for prepaid health care in British Co- 
lumbia had its effect on the index. 





amount of term insurance on any indi- 
vidual under a Group employe plan. The 
amendment would place a $20,000-$40,- 
OCO limit on the insurance. Presently, 
there is no limit. 





E. J. Faulkner, president of Woodmen Accident & Life (left), expresses his 


satisfaction to J. M. Wickman, second vice president, Mutual Life of New York, 
on the well-planned agenda of the Health Insurance Association of America’s first 
annual individual insurance forum held in Dallas, Tex., last week. 

Mr. Faulkner is HIAA president. Mr. Wickman is chairman of HIAA’s indi- 


vidual insurance committee and presided over the two-day forum. 


Palmer New International 
Consulting Sales Editor 


John Palmer, vice president, Robert 
Palmer Corp., has joined the staff of 
the International A. & H. Underwriters 
Association’s Accident & Health Un- 
derwriter magazine as sales editor on a 
consulting basis. 

Mr. Palmer will conduct a monthly 
sales clinic in the magazine, answering 
specific sales questions and commenting 
on sales trends and motivation. His 
company of Chicago and Santa Barbara, 
California, specializes in marketing sales 
programs that deal with inspirational 
and mental attitudes. Among its accounts 
are U.S. Steel, Socony Mobile, Bell 
Telephone and Massachusetts Mutual in 
the insurance field. 

The new sales editor’s work with the 
IAAHU will be aimed at helping the 
agent improve himself, as has _ been 
found by the Palmer Corp. to be the 
most effective way to increase sales. 

Mr. Palmer attended Northwestern 
and Cornell Universities. In addition to 
his sales career he has been active in 
theatre and TV direction and produc- 
tion. 


West Virginia Hearings 


(Continued from Page 32) 
justifiable reasons might be in another 
state” is that which exists in an Ohio 
law adopted in 1955. However, he sai¢ 
that out of deference to Group insur- 
ance business needs, the Ohio statute 
merely provides that the Ohio Insur- 
ance Superintendent may request that 
certain Group certificates be filed with 
him. “The filing is not mandatory in 
every case and there is no disapproval 
authority whatsoever,” Mr. McAlevey 
emphasized. 

In addition to Ohio, the HIAA asso- 
ciate general counsel explained that the 
subject was considered by a 1953 special 
subcommittee of the National Associa- 
tion of Insurance Commissioners. He 
said the subject was also considered by 
the Group life subcommittee of the 
NAIC life committee which reported 
that “after serious consideration, it is 
the opinion of your subcommittee 
it would be unwise and inconsistent that 
such Group contracts be made subject 
to the laws of each individual state at 
this time.” 








UNUSUAL 


pany. 


93-99 Nassau Street 





The man selected for this post will have the 
opportunity to earn a top level executive posi- 


He will be between the ages of 30 and 40 and 
be experienced in agency work, either in the 
field or in the home office, or both. He must 
also have a knowledge of and supervisory ex- 
perience with A. & S. underwriting. 


The salary will be attractive and he will be 


OPPORTUNITY FOR 
YOuNG A. 


eligible to participate in an excellent employee 


tion with a leading accident and sickness com- 
The company is progressive, having achieved 
national prominence and recognition during 
more than fifty years of service. 


confidence. 


BOX 2469 
THE EASTERN UNDERWRITER 


benefit program. 


Please give full details of your qualifications in 
your first letter which will be held in strict 
Interviews with 
prospects will be discreetly arranged. 


& S$. MAN 


the most 


likely 


New York 38, N.Y. 
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F. O. ELLIOTT PROMOTED 


Named Supt. of Continental Casualty’s 
Railroad Division; Has Had Diversi- 
fied Experience in Sales Work 

The appointment of Frank O. Elhott 
as superintendent of the railroad divi- 
sion of Continental Casualty of Chicago, 
has been announced by Armand Sommer, 
vice president, accident and health divi- 
sion. 

Formerly assistant superintendent of 
agents for the division, Mr. Elliott has 
had diversified experience in all phases 
of sales, sales promotion and manage- 
ment. His handling of field problems in 
the past for the company’s nation-wide 
division agency has given him a wide 
acquaintance and acceptance with mod- 
ern railroaders and their problems. 


Mallery Medical Director 
For Employers Mutuals 


Dr. O. T. Mallery, Jr. has been ap- 
pointed to the newly-created position 
of medical director for Employers Mu- 
tuals of Wausau. 

Dr. Mallery, who will assume his new 
duties on February 1, 1957, will be 
chiefly concerned with broadening the 
company’s services to policyholders. 


Dr. Mallery has been on the medical 
faculty of the University of Michigan 
since 1941 and since 1951 has served 


as the director of the University’s Insti- 
tute of Industrial Health. He is a 
graduate of Phillips Exeter Academy, 
Yale University and the University of 
Pennsylvania, where he received his 
M.D. degree in 1939. 


Yee 
Nees State Law Crisis 
(Continued from Page 31) 
ability of the newer ones in particular 
to meet outstanding liabilities, actual 
and potential. The intelligent insurance 
buyer, he advised, should carefully scru- 
tinize a prospective carrier’s financial 
statement, particularly unearned pre 
mium reserves, surplus, loss ratio, loss 
reserves, and reinsurance — facilities. 
Newcomers to the casualty field tend 
to minimize their loss reserves because 
of the deferred aspect of these libilities, 
he warned, 

Multiple Line Trend to Continue 

The multiple line trend will continue, 
Mr. Craugh predicted. In preperty in 
surance he fereecast much greater use 
of the deductible, a trend already ob- 
servable among very large risks. The 
inroads being made by direct writing 
companies in such personal lines as au- 
tomible and dwelling insurance are 
bound to bring about drastic changes in 
merchandising and acquisition methods, 
he said. More and more reliance is being 
placed upon compulsion and stricter law 
enforcement as the most effective method 
of preventing losses. In underwriting a 
great need exists for better prediction 
in rate-making and for more responsive 
ness in getting rate changes. 

One of the most powerful trends, ac- 
cording to Mr. Craugh, is that of com- 
pany-connected group insurance. “The 
tendency toward a complete package for 
the employe—with check-off from his 
pay—will continue to grow. At least 
in large corporations it is not unlikely 
that—founded on the idea and tied in 
with a pension plan and a guaranteed 
wage plan—the employe can be given 
workmen’s compensation unemployment 
insurance, non-occupational disability, 
full hospital, surgical and major medi- 
cal expense, and probably personal lia- 
bility insurance. . Fire coverage might 
be going too far, but group automobile 
insurance is already being studied.” 

If this tendency does grow, he sug- 
gested, “the next step could be to make 
all these coverages follow the employe 
if he were separated from his job. Pen- 
sion credits and the like being admin- 
istered by an insurance company would 
be transferable from employer to em- 
ployer, with the insurance companies 
setting up some sort of a clearing house 
operation to record these changes 
through a system of accounting entries.” 





Community Health Assn. 
Threatens Blue Plans 


ClO- BACKED PILOT PROGRAM 


Walter P. Reuther Inspires Organiza- 
tional Attempt in Michigan; Broader 
Coverage Main Objective 


What is regarded as a serious threat 
to dominance of the Blue Cross-Blue 
Shield hospitalization and medical care 
program in Michigan was the organiza- 
tion recently in Detroit of a ClO-backed 
pilot program to devise a “community 
health association.” 

Walter P. Reuther, CIO-AFL 
president and head of the United Auto- 
mobile Workers-CIO, inspired the or- 
ganizational attempt following frequent 
criticisms over the past year of Blue 
Cross-Blue Shield operations. The Mich- 
igan Hospital Service (Blue Cross) and 
Michigan Medical Service (Blue Shield) 
coverage 





vice 


now provide hospital-medical 
for some 3,500,000 persons in the state, 


of whom an estimated one-third are 
UAW-CIO members. 
Mr. Reuther has contended that re- 


peated rate raises by the hospital-medi- 
cal services were primarily an evidence 
of administrative weaknesses and were 
not warranted under a properly operated 
plan. 

Board of Directors Created 


A board of directors to set up the new 
community association was created at 
the organizational session, consisting of 
those persons attending the meeting. 
They included, in addition to Mr. Reu- 
ther, Emil Mazey, UAW  secretary- 
treasurer; James A. Lewis, a vice presi- 
dent of the University of Michigan; 
Joseph F. Verhelle, Detroit banker; 
Judge Wade H. McCree, Jr., of Wayne 
County Circuit Court; Marion Macioce, 
vice president, Detroit Building and 
Construction Trades Council (AFL); 
Rev. Fr. John A. Trese, hospital coor- 
dinator, Catholic Archdiocese of Detroit ; 
Rev. Elmer B. Usher, director, depart- 
ment of social relations, Episcopal Di- 
ocese of Michigan, and Rabbi Morris 
Adler of Congregation Shaarey Zedek. 

Mr. Reuther explained the intention 
is to provide a program making possible 
“comprehensive medical care of high 
quality through pre-payment” for both 
families and individuals. He denied the 
plan’s facilities would be confined to 
union members or that it would neces- 
sarily supplant any existing plan. Broader 
coverage is the main objective, it was 
indicated. A proposed constitution was 
drafted to be submitted for formal adop- 
tion at a November 12 meeting. 


Dave Chodorov Promoted to 


Combined’s Home Office 


Combined Insurance Co. of America 
announces that Dave Chodorov, formerly 
of Albany, N. Y., has joined Combined’s 
home office staff in Chicago. 

Mr. Chodorov, who is considered one 
of the Combined’s top ranking salesmen, 
joined the company in 1954 as a sales 
trainee in Boston. He then was assigned 
to Ohio as an agent, and in four months’ 
time was promoted to sales manager of 
northwest Ohio. 

In his new home office post, Mr. Cho- 
dorov will train new agents and handle 
sales reports and information on policies. 
He is a holder of numerous Combined 
awards, including the Grand Diamond 
and a lifetime membership in the Presi- 
dent’s Club. 

He attended Cathedral Academy in 
Albany and the Albany Business College. 
During World War II, he served two 
years with the Coast Guard in the Atlan- 
tic and Pacific theaters. He and _ his 
wife, Mary, and their daughter, Patricia, 
are making their new home at 1618 
Hollywood Avenue, Chicago. 





FTC Proposes Changes 
In Sherman-Clayton Act 


CHAIRMAN J. W. GWYNNE SAYS 


Commission Stresses Need for Merger 
Notification Requirement; Enforce- 
ment Appropriation Increased 


John W. Gwynne, chairman of the 
Federal Trade Commission, reported re- 
cently on three FTC recommendations 
to amend Section 7 of the Sherman- 
Clayton Act regarding corporation merg- 
ers. 

With the insurance industry presently 
undergoing a consolidation process in 
certain areas, the Commission’s position 
as expressed by Chairman Gwynne holds 
particular interest. 

Addressing a meeting of the American 
Management Association in New York, 
Mr. Gwynne said the first recommenda- 
tion has to do with pre-merger notifica- 
tion. The law does not prohibit all 
mergers; it simply bans those where the 
effect of such acquisitions may be sub- 
stantially to lessen competition or to 
tend to create a monopoly, he added. 

The FTC chairman stressed that a 
notification requirement should result in 
a more complete and reliable coverage 
to the Commission. It should get the 
news to that enforcement agency at an 
earlier stage. It should greatly reduce 
the time and expense of getting the in- 
formation necessary for the FTC in 
arriving at its conclusion concerning the 
filing of a complaint. 


Much Time and Effort 


The Commission is expending a great 
deal of time and effort on the matters 
of mergers. During the past Congres- 
sional session, members of the FTC and 
its staff made frequent appearances be- 
fore committees. Also, Congress has 
substantially increased the enforcement 
appropriation of the law relating to 
mergers. 

30th the FTC and the Anti-trust Di- 
vision of the Department of Justice 
share responsibility for the enforcement 
of Section 7 of the Clayton Act. How- 
ever, the law puts down no formula for 
the division of work between both agen- 
cies, although suggestions have been 
made for a division of work according 
to industries. 

“The drafting of the proper legislation 
poses some problems,” said Mr. Gwynne. 
“So far as possible, the reporting of 
matters not material to legitimate in- 
quiry should not be required. Conse- 
quently, many exceptions to the notifica- 
tion requirement have been suggested. 
These include, for example, mergers of 
small corporations where the combined 
assets would not be large enough to 
have substantial effect. Various figures 
have been recommended, from $1,000,000 
up. Based on its experience and obser- 
vation, the Commission, in the last ses- 
sion of Congress, recommended a figure 
of $10,000,000. 

“An entirely different approach,” he 
continued, “has been suggested by some, 
such as combined volume of sales. Pur- 
chases of stock having no real effect on 
control of the acquired corporation 
should also be excepted. This would in- 
clude such transactions as purchase or 
control of stock solely for investment, 
formation of subsidiary corporations for 
the actual carrying on of the immediate 
lawful business of the parent corpora- 
tion, purchases of stock in a corporation 
where control already exists in the ac- 
quirer, etc. 

Purchase of Assets 

“The same general approach has been 
suggested for purchase of assets,” said 
the speaker. “For example, purchases of 
property in the ordinary course of busi- 
ness would be excepted. Acquisition of 
not in the ordinary course of 
business and below a certain figure 
should also be excepted. It is true there 
are many instances where a large cor- 
poration buys specific property of an- 
other large corporation in the regular 
course of business where there is no 
real effect on competition in spite of the 
fact that the purchase price may run 


assets 


Prepaid Dental Plans 
Urge Treatment Demand 


PUBLIC HEALTH SERVICE Says 


Conference Reveals Dental Service De. 
mand Closely Related to Easy 
Financing of Services 


Widespread development of prepaid 
dental care plans will accelerate the 
demand for needed dental treatment, ;; 
was found at the first conference ‘te. 
cently called on prepaid dental care hy 
the U.S. Public Health Service. 

Conferees agreed that demand for dep. 
tal services is closely related to the ease 
with which the services can be finance 
Statistics show that only 17% of mem. 
bers of families with annual incomes 
below $2,000 seek dental care, as com. 
pared with 56% of family members wit] 
incomes above $7,500. 

Members of the conference listed fiye 
basic points to be considered in organiz- 
ing effective prepaid dental care plans: 

“1. Employed groups now covered }y 
hospital and medical insurance offer the 
best enrollment base, since a_ payroll 
deduction system is desirable. : 

“2. Dental diseases require continuous 
service and cannot be adapted to the 
one-service-at-a-time approach. 

“3. Since enrollment is discouraged 
when high initial fees are charged for 
treating conditions existing at the time 
of coverage, a means of spreading costs 
through extended payment should be de- 
veloped. 

Methods of Financing 

“4. Methods of financing should he 
geared to the present structure of dental 
practice, which includes both individual 
practitioners and group clinics, and all 
licensed dentists in the particular area 
should be eligible to participate. 

“S. The most workable method of 
financing would be to have dental care 
costs met either by the emplover alone 
or jointly by employer and employe. De- 
ductible and co-payment plans in whic! 
the patient pays costs beyond the estab- 
lished schedule should be considered.” 

A scale of payments to participating 
dentists which falls below the norma! 
income of dentists prevailing in the area 
should be avoided, the conferees advised 

They proposed that research be de- 
sisned to facilitate the development of 
effective prepayment plans. They said 
research should include studies of long- 
term cost and utilization patterns for 
both initial treatment and maintenance 
care; incidence and cost of orthodontic 
and other major oral health problems; 
administrative procedures for group 
plans; determination of equitable rate 
structures, and attitude surveys to meas 
ure the reaction of participating patients 
and dentists, 





into a large figure. Obviously, ever 
possible situation cannot be written inti 
legislation; therefore, careful consider: 
ation should be given to a_ provision 
authorizing the agency to waive nottl- 
cation requirements in certain cases. 

“The length of the waiting period ha 
also received much consideration. Shou!’ 
it be 90 days (as suggested by the Com- 
mission) or more, or less? Or should 
it be a shorter period with the right 
extension in proper cases? Whiat facts 
should be reported? Should they h 
spelled out in the law or left to the 
discretion of the agency? 

“Another problem has to do with the 
maintenance of the status quo pending 
the probability of a final order. In_ th 
case recently completed by the Con 
mission, the hearing examiner eld tha! 
the acquisition violated the law in set 
eral respects. However, due to the “” 
cumstances of the case, this conclusio' 
could not be implemented in the order 
In other words, there was no way © 
‘unscrambling the eggs.’ This matte 
points to the advisability of power 
broader than the present divestiture 
the same result might be reached % 
injunctive powers designed to maintall 
the status quo in a proper case. __. 

“At the present time, the Feder 
Trade Commission has no such power 
concluded Mr. Gwynne. 
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